





ed 


cf 
ey i i 


_In This Issue—How a Dealer's Service Club Increases His Business _ 


Li | 





Vol. XLIX 
Number 9 





’ PUBLISHED WEEKLY AT 5 SOUTH WABASH AVENUE 


CHICAGO, MARCH 4, 1926 


Thirty-five Cents a Copy 


Three Dollars a Year 








This is just an expression 
of thanks to that distin- 
guished engineer, repre- 
senting a great company 
who has repeatedly said 
that the Jordan Line Eight 
Motor is the best Eight 
ever built in this country. 
































BLACK & DECKER 
Engine Kits 
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N A high grade metal tool kit, with lock, containing the new Black 

The Illustration shows the Y Decker Heavy-Duty Quarter-Inch Portable Electric Drill together with a 
UNIVERSAL KIT, which 7 complete assortment of Electric Drill Tools for cleaning carbon, valve 
contains an assortment as reseating, and light grinding. There is plenty of room left so that you can 
shown below and is suitable carry an assortment of drill bits, so that the Quarter-Inch Electric Drill 
for about 95% of the cars, and everything that goes with it may be kept together under lock and key; 
trucks and busesin use today. and when you take your Black & Decker Engine Kit to a job you have. 

everything together---no running back and forth. 
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PRICE 
Black & Decker 


Universal Engine Kit 


3 
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1. Olive Green metal kit with lock 
and two keys. 


2. Black & Decker Heavy-Duty 
Quarter-Inch Portable Electric 
Drill. 


3. Chuck key for Electric Drill. 


4. Bench holder for Electric Drill, 
for grinding tools and small parts 
and for cleaning carbon from 
valves. 


BLACK & DECKER | -- 
ENGINE KIT | 








5. Wire wheel brush for cleaning ce 
carbon from valves; also for remov: | 
ing rust, etc. 


6. Three-inch grinding wheel for | 
grinding tools and small parts. 


7 and 8. Arbors for wire brush 
wheel and for three-inch grinding 
wheel 





9., Special grinding wheel for use 
in Electric Valve Refacer for refac- 
ing Valve Seat Grinding Stones. 


10, ll and 12. Three Arbor Hole 
Bushings for special grinding 
wheel mentioned above. 
13,14,15,16and17. Five different 
size 45 degree Valve Seat Grinding 
Stones (Diameters respectively 
234'’, 216", 14%”, 134” and 114’’). 
1s Ginenie: Aah Mann tae | a 
~ ll si SPECIAL KITS FOR FORD, 
-saanerigaay Valve Seat Grinding CHEVROLET AND BUICK 


21 and 22. %6" and 36" Valve Black & Decker Engine Kit 
Guide Cleaners. for Ford cars only ......... $60. 


23. Carbon Removing Brushcom- Black & Decker Engine Kit 
plete with holder. for Chevrolet only ......... $63. 


24. Refill Carbon Removing Black & Decker Engine Kit 
Brush. for Buick only ..........:. $65 




















For complete description of these 
specialized Engine Kits write to 


The Black & Decker Mfg. Co. ~ <a iy ys o 


TOWSON, MARYLAND 








Your jobber can supply you. 
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PAK 


1. Built low for balloon tires. 


Lifting range from 6 to 14 in.; 17 in. with 
extension screw standard raised. Will handle 
all types of passenger cars and light trucks. 


2. Standard instantly adjusted to load. 


Standard can be run up to load instantly 
by stepping on foot lever, ready to lift car on 


first stroke of Jack handle. 


3. Steer the wheels by turning handle. 

This exclusive feature enables operator to 
quickly steer Jack under car and to guide car 
while transporting it on the Jack. : 


4. Easy to lift load. 
Load is lifted by pumping Jack handle up 
and down. 


5. Load quickly lowered. 

No complicated adjustments. Load is 
lowered by simply pulling up convenient latch 
under handle with finger as you grasp handle 
and continuing pumping action. This drops 
anmene to lowest position when not under 
oad. 


6. Handle upright when not in use. 


When not in use handle is upright, off 
the floor and ready to grasp when Jack is needed. 


== 


Minimum 
height, 6 in. 


Maximum 





J height, 14 in.; 
with extension 
standard, 17 in. 
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WEAVER MEG. CO., Springfield, Illinois, U.S.A. 
WEAVER CANADIAN CO. Ltd., Chatham, Ont. 


MOTOR AGE 


~ A dozen reasons why your 


new jack should be a 


Weaver Lo-Way Jack 


HINK of all the jacks you’ve ever used—or heard 
about. Pick out their best features. For the first 
time you can get them all combined in one jack—the 
new Weaver Lo-Way. Ask your jobber’s salesman about 
the following points — or, better still, make him show 
you. He will be glad to arrange for a demonstration. 


7. Long body reaches obstructed axles. 


Long body of Jack makes it easy to reach 
axle in spite of bumpers, spare tires, trunk 
racks, overhanging bodies, etc. 


8. Recommended capacity, 5,000 lbs. 


Ample to handle the heaviest passenger 
cars and light trucks. Capacity tested before 


leaving factory. ape 
i ) A \ ~\ = 























9. Simple, rugged lifting mechanism. 
Simple and positive in operation. Nothing NS y|'|I) 
to get out of order. All parts instantlyaccessible. a | 


10. Ample ground clearance. 


Ample clearance enables Jack to be used 
without difficulty on uneven floors, unloading 
platforms, etc. 


11. Roller and ball bearings throughout. 


Roller bearings in axle and quadrant and 
ball bearings in rear caster reduce friction and 
make operation easy under heavy loads. 


12. Ruggedly constructed for hard service. 


Extremely strong construction with spring 
steel frame. Metal wheels or rubber tires. 

WA20, Code, “Annex”, Metal Wheels, 
Shipping Wt., 110 Ibs. 

WA21, Code, “Apron”, Rubber Tired, 
Shipping Wt., 110 Ibs. 
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They have a cash value that Fredericks turns to 
your profit. 


Whenever you scrap a burned-out armature, you 
are heaving money away. Useless as the winding 


may be, the core is always good. It holds profit for 
you. 


Using the burned-out core, Fredericks rebuilds an 
armature that is guaranteed the same as a new arma- 
ture. But the price for this rewind is far below the 
cost of a new armature. You keep the saving for 
yourself. 


Garage owners, repair shop owners, car dealers 
everywhere use this armature service. More than a 
thousand armatures are rewound daily at the big 
Fredericks plant at Lock Haven. They come from 


~™ 


| You 
may send \“ 
me, free, a 


price list and 
details on Fred- NX 


> 
\ 


ericks Service. ™~ 
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every state in the Union, from Canada, Central and 
South America—everywhere. 


Ship the next burn-out you get to Fredericks. The 
same day it is received, an equal-to-new duplicate, 
guaranteed, will be mailed back to you at a cost 
that will surprise you. 


Fill in the convenient coupon now for the Fredericks 
price list and complete details. : 


Compare Prices 








List Price Fredericks Price 
New Ford Starter 
ee $5.00 $1.50 
New Ford Generator 
PAPTIREU TC] ...nccccececsccccesseceesesscce-eseoee0es- ae 4.50 1.50 


(Prices on all other makes of armatures in proportion) 


H. M. FREDERICKS COMPANY 


Lock Haven, Pa. 


FREDERICKS || 





Rewinds 


March 4, 1926 
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At $1.25 
Retail 


. THE AKRON-SELLE CO 
y AKRON, OIG. * , 
“3Se9 6p 3 4 





for 1926 Sales 


The “thousands” of TASCO gasoline 
gauges giving satisfactory service to Ford, 
Overland and Chevrolet owners will be 
“millions” before the end of this year. 


TASCO gauges need no installation—just 
screw in place of the filler cap. And—they 
are guaranteed for the life of the car. 


Order Type “H” for the new Ford Road- 


ster, Touring and Tudor. Type “C” for 
the Fordor. 


THE AKRON-SELLE COMPANY 


“41 Years in Business” 


Akron, Ohio 
MAYDWELL & HARTZELL, INC. 


Los Angeles San Francisco 
Pacific Coast Representatives 


FORDS, CHEVROLETS and OVERLANDS 
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Big Money in Fender Replacements 
Send for the Fostoria Wall Chart 


UT the Fostoria Wall Chart where every- 


one will see it, and your fender replacement 
sales will start to grow. 


There is less labor in putting on a new Fostoria 
Fender, and more profit in selling it, than in 
hammering out an old one. And you have the 
satisfaction of delivering a job -you’ll be 
proud of. 


Mail the coupon now and get your free copy. It 
will come to you in a special mailing tube. 





THE FOSTORIA PRESSED STEEL COMPANY, Department B, FOSTORIA, OHIO 











REPLACE DAMAGED FENDERS 
With 
FOSTORIA Quality FENDERS 


















Ample Stocks of Replacement 
HUPMOBILE 


Fenders for Immediate Delivery 
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THE FOSTORIA PRESSED STEEL CO., 
Dept. B, Fostoria, Ohio. 




















‘Please send me my Fostoria Wall Chart free. 
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Address 


FOSTORIA FENDER DISTRIBUTORS FOR SALE HERE FOSTORIA FENDER DISTRIBUTORS 
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Manufactured by THE FOSTORIA PRESSED STEEL COMPANY, FOSTORIA, OHIO, U. S. A. 


|= 


am not interested in Pumps and Jacks. 
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>) reasons why the 
Studebaker franchise 
grows more valuable 
every day: 
One-Profit Value 


Unit-Built Construction 


Always Kept U pto-Date You can get a mighty 
Used Car Pledge 
Lowest Time-Payment Rates straight idea of the ac- 




















tual worth of any auto- 
mobile company from 
your banker. You can 
pretty nearly plan your 
own future by what he 
rhs gnil mans tht Sudlerprcedon -«t@LS you. We suggest 

ees you ask him to tell you 
what he knows about 


Studebaker. 





The Studebaker Corporation of America 
South Bend, Indiana 





T HI S$ I § A STUDEBAKER YEAR 
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A personal letter to Stutz Dealers by 
F. E. Moskovics 


President 
STUTZ MOTOR CAR COMPANY 
OF AMERICA, Inc. 


INDIANAPOLIS 
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HEN The NEW STUTZ proposition was first put before you, I stressed 
two points in particular which, I was sure, would result in making the sell- 
ing of The NEW STUTZ car unusually profitable to the automobile merchant. 


The first of these points was that the obvious advantages of The NEW STUTZ, 
due to its truly advanced engineering, were bound to make this car outsell any 
other in its price-field. Retail sales at the Shows in New York, Philadelphia, 
Chicago and elsewhere, breaking all records, have borne out this prophecy. 













And the second of these points was that the non-competitive character of The 
NEW STUTZ, putting it in a class by itself, would make it unnecessary for 
the dealers handling it to cut their normal profits per car by entering into com- 
petitive bidding with other dealers on used cars offered for trade-in. 


This assurance has also been realized, as is evidenced by the testimony of 


NEW STUTZ dealers all over the country. 


The most astonishing thing I find in analyzing these sales is the great number 
of cash transactions made with no old cars traded in. This is additional proof 
of the immediate sales appeal of this car to the buyer. 


I wish personally to thank the many dealers who have written us, acknowledg- 


ing the fulfillment of our promises and prophecies, and expressing great satis- 
faction in the possession of their STUTZ franchises. 





(Signed) A¥ Wackeree 
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In 
Selling 


Used 
Cars 


the mention of 

Timken means 

that the bear- 

ings are “good 
as new’”’ 


MOTOR AGE 


Stop for 
Horses! 


ORDINANCE TO OPEN 
NEW YORK PARKS 


NEW YORK CITY, Nov. 1.—An 
Ordinance to admit autemobiles to all 
parks in New York City has been in- 
treduced in the Municipal Council of 
that city. It reads as follows: 

Section 1—It shall be lawful to use 
self-propelled pleasure vehicles, com- 
monly known as automobiles, on any 
of the streets, avenues, boulevards, or 
drives ofthe city of New York, provided 
that any person driving or operating a 
self-propelled pleasure carriage through 
any of the drives, avenues or boulevards 
of the city of New York shall bring the 
said vehicle to a full stop at request of 
or signal from a driver ef a vehicle 
drawn by a horse or horses, should said 
horse or horses show signs of alarm at 
the approach of said vehicle. 








Long after 1899 even, automobiles 
had to stop on signal from teamsters, 
cabbies, or equestrians .... In one 
place, at least, your car was supposed 
to be preceded by a herald witha red 
flag .... There was a town which 
built humps in the street to keep 
you slowed down .... Those were 
the days— 


But the attitude toward automobiles 
has changed along with the sell- 
ing methods, fortunately. Once the 
dealer had to argue about everything, 
with no more than his unsupported 
word for it. Now he can mention 
Timken Tapered Roller Bearings, 
confident that Timken advertising 
has made that name mean high char- 
acter, operating economy, freedom 
from attention and long life. 


You are interested, from the service 
standpoint, in having Timken Bear- 
4ngs in the cars you market. Surely 
then your prospects are interested. 
Tell them about Timken Bearings. 


THE TIMKEN ROLLER BEARING Co. 
CANTON, OHIO 





ROLLER BEARINGS 
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LIMINATE all of your trouble with bearings and you’ve 
removed one of the worst bug-a-boos in the business. ; 


sw 


Bearing failure is expensive not only for the owner, but for : | 
the dealer and manufacturer too. The only bearings that are : 
completely satisfactory are bearings that outlast the car or truck. 


‘ 


Bock Bearings are that kind. The manufacturers using them : 
for original equipment have successfully eliminated bearing 
troubles. For replacement purposes also Bock Bearings have no 
equal. They are sold by authorized distributors everywhere. 


Xe ; 
Se fg 


THE BOCK BEARING COMPANY _— TOLERO, OHIO 




















TAPER ROLLER BEARINGS 
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Pricing Cars 


“At Your Door’ 


Every Dealer Has the Privilege of Quoting His 
Vehicles at Figure Customer Is Asked to Pay. 


By SAM SHELTON 


recently took steps to advertise their products 

locally at the prices the buyer is asked to pay, 
they gave impetus to a sound merchandising principle of 
which Motor AGE has been an ardent advocate for many 
years. 
The price quoted to the customer should be the price he is 
asked to pay and not some indefinite calculation based on 
the theoretical sale of the product at a distant point subject 
to various additions before it can possibly be delivered 


W x: two of the largest automobile manufacturers 


ing their own products at a disadvantage that they were 
not afforded an opportunity to explain. 

And yet under those circumstances the advantages com- 
ing from quoting delivered prices usually were found to 
outweigh the disadvantages. 

Now a new recognition has come to the policy of quot- 
ing delivered prices. Two of the most aggressive mer- 
chandising concerns in the automotive industry are back- 
ing it nationally and seeing to it that their advertising 
appearing sectionally quotes prices at which their products 





into the hands of the owner. 

Good dealers in some sec- 
tions have long recognized 
the value of this principle and 
have consistently advertised 
their merchandise at “de- 
livered” prices. This practice 
has been especially useful on 
the Pacific Coast where long 
distance from point of manu- 
facturer and high freight 
rates made the spread be- 
tween F.O.B. and delivered 
price so great as to shock 
many prospective buyers 
when they learned the amount 
of it. 

Many other dealers recog- 
nized the advantage of quot- 
ing delivered prices in their 
local advertising but were re- 
strained from doing so by the 
intensity of local competition. 
If their competitors quoted 
F.0.B. prices they found it 
expedient to do so, too, be- 
Cause otherwise unfair com- 
parisons could be made show- 








The Annual 


SALES AND SERVICE REFER- 
ENCE NUMBER 


of Motor Age 
Will be published May 6, 1926. 


This big special issue of MOTOR AGE 
will contain an immense volume of merchan- 
dising and maintenance information of value 
to car dealers, accessory dealers, repair shop 
proprietors, garage men, and all other auto- 
motive merchants. 


The first Sales and Service Reference Num- 
ber of MOTOR AGE was published April 
30, 1925. It met with immediate apprecia- 
tion from automotive merchants throughout 
the United States. That issue contained a 
complete Flat Rate Manual giving prices on 
nearly 300 operations on 40 makes of cars. 


Many new features are planned for the 
coming issue of the Sales and Service Refer- 
ence Number. 








are delivered to the buyer in 
certain defined territories. 

The F.O.B. price has a cer- 
tain definite value. It estab- 
lishes standards and enables 
a common appraisal of the 
product to be made without 
regard to location. Its value, 
however, is largely as a base 
from which the upward or 
downward movement of price 
may be reckoned, rather than 
as an index of what the con- 
sumer pays. 

It is the privilege of every 
dealer to quote delivered 
prices to his customers. He 
must know the total cost of 
the vehicle as it is handed 
over to the buyer. He can 
readily reckon the delivered 
cost of each of the models in 
the line he sells and then it 
is but a matter of quoting 
those prices at every oppor- 
tunity. 

The public wants to know 
what it is expected to pay. 











Russell P. Taber, president Russell P. Taber, Inc., Reo dis- 

tributors at Hartford, Conn., and Springfield, Mass., who are 

selling their “Standardized Maintenance System” to many 
owners with good results. 


és OUR car is ready’—magic words to the busy 

motorist—are rapidly becoming magic sources of 

profit to the progressive service station. From a 
policy of making a big job out of every job service sta- 
tions that have seen the light are switching over to the 
policy of speeding up repair work so the customer will be 
encouraged to use his car more extensively, thereby re- 
quiring, in the long run, more service. Service is seeing 
beyond its own nose, and only the shortsighted can tie up 
the motorist’s car and imagine that the real money lies 
in making mountains out of molehills. 

“Keep ’em moving,” says the progressive service man- 
ager. Falling in line with this modern principle progres- 
sive service stations throughout the country recognize 
that the quicker they turn out a good repair job the more 
regularly the customer will come back for more. The 
important point is that the intensively used automobile 
naturally moves more frequently in the direction of the 
service station. : 

Some big strides have already been made in this direc- 
tion, and new developments along these lines are becoming 
a daily occurrence. Because they are past the experi- 
mental stage and profitable, though different in detail, I 
have selected two instances as being typical of the applica- 
tion of “Keep ’em moving” to service. 


Bring In Car Every 500 Miles 


The Packard Washington Motor Car Company of Wash- 
ington, D. C., has perfected what it chooses to call an 
“Insured Mechanical and Lubrication Service’ whereby 
in consideration of a service charge and the customer’s 
willingness to bring his car to the shop every 500 miles 
the company agrees to insure the customer against all 
cost of repairs or replacements to the car not made neces- 
sary by accident, abuse or normal wear, for a period of 
10,000 consecutive miles. 

Russell P. Taber, Inc., Reo distributors at Hartford, 
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Keep Em 
Put Service on 


Two Successful 
Maintenance Busi 
ing Owners to 

Exten 


By Frederick 


Conn., and Springfield, Mass., offer the “Standardized 
Maintenance System,” so called because it aims at main- 
taining the customer’s car so as to keep it in usable 
condition. It is true the customer who goes to the Taber 
shops benefits by the convenience and certainty of flat 
rates, but the system is not the flat rate proposition as 
it is generally known. Taber mechanics are on piecework 
with the incentive of high earnings in return for their 
ability to turn out guaranteed work in short order. The 
company’s service experts first determined the time re- 
quired to give each job the attention it requires, and the 
piecework plan assures the company that the men will 
make it possible to keep faith with the customer. 

In both of these plants there is one common aim. Re- 
gardless of the details involved and the methods of ar- 
riving at results both of these organizations are doing 
more business with their customers without inconvenienc- 
ing those customers by tying up their cars. 


Service Quickly Delivered 


During the first 10,000-mile stretch no Packard owner 
taking this service in Washington need leave his car over 
night. Eight hours of labor is the maximum during this 
period and that occurs but once. There are three occasions 
when the car is tied up for six hours, two when it is tied 
up four hours and five when it is in the shop two hours. 
Yet these “insured” Packards receive every possible at- 
tention. Over the 10,000-mile period the head comes off 
the engine four times. Just to evidence the care that is 
taken, even with the details, it is worth recording that the 
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Moving- 
Quality Basis 


Plans Which Get 
ness by Encourag- 
Use Cars More 
sively 


C. Russell 


door latches and hinges are attended to eleven times. Even 
the speedometer shaft is oiled at each 5,000-mile interval. 

Such systems forecast the doom of shortsighted service. 
They encourage the car owner to go ahead using his car 
because he knows that his visits to the repair shop will 
be both pleasant and brief. That he is actually giving his 
service Station more business through using his car more 
extensively does not trouble him in the least. 


More Driving—More Service 


The theory behind the systems is that the big repair 
bill and the long tie-up in the repair shop are a loss to the 
service station as well as to the car owner. Too often the 
customer drives off with his car, fully determined to 
motor a little more gingerly. Instead of taking his car 
on the next business trip he boards a train, because he 
does not relish another big repair bill right away. He 
comes to regard car use in terms of nightmares at the 
service station. 

The Taber organization, like the Packard company at 
Washington, proceeds on the theory that by making it 
easy for the customer to have his car serviced he will use 
it more often, drive farther and eventually spend more 
money with the service department. It is the quantity 
production idea applied to service. 


In the Taber shops a Reo owner can have his brakes 
relined in a morning or an afternoon. The very day he 
takes the car to the shop to have the valves ground in and 
the carbon removed he can be on his way for a trip. 
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Oscar Coolican, president Washington Packard Motor Co., 

Washington, D. C., which keeps cars rolling and develops 

business through its “Insured Mechanical and Lubrication 
Service.” 


Taber is keeping ’em moving. Cars seem to stay in the 
shop a pitifully short time. There might be repairers 
and dealers who would regard it as business suicide. But 
if they would stay around a while they would see these 
same cars coming back for more service. - And they would 
find that, in the long run, each customer spends more 
money. 

Russell P. Taber, president of the Taber organization, 
says, “We are selling guaranteed work, the fastest work 
in the city and the advantages of having cars handled by 
competent workmen.” It is not unusual for Taber me- 
chanics to make $60 a week, sometimes more. 

To take advantage of the economy and safety of habit 
mechanics are encouraged to specialize. This is clearly 
illustrated by one of the greasers. He is earning $40 a 
week by greasing Reos in three-quarters of an hour in- 
stead of in an hour and a half. He makes a fine job of 
it because he has specialized in this work. 


Guesswork Is Eliminated 


In developing the “Insured Mechanical and Lubrication 
Service” Oscar Coolican, president of the Washington 
Packard Motor Company, has apparently kept in mind the 
importance of introducing an element of mild compulsion, 
rather than to depend too much upon the customer’s free 
will. “Every five hundred miles,” stipulates Mr. Coolican. 
The customer is given to understand that the success of 
the “insurance” plan depends upon a suitable spread of 
business and punctuality. . 

As a consequence the Packard owner in the District of 
Columbia signs an agreement covering the service. On 
the reverse side of this agreement are listed the various 
operations upon the car at the stated mileage intervals, 
including the number of hours the car will be out of 
service. All guesswork is eliminated. The owner knows 
in advance exactly what is to be done to the car and how 

(Continued on page 22) 
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Huntzinger 


F you had inquired along Des Moines automobile row 

a few years ago for Ward Huntzinger, it is probable 

that not many men in the business could have told 

you where his store was located. If you did locate 

someone who knew of him, the reply would have been some- 
thing like this: 

“Ward Huntzinger? Yes, he runs a little second hand 
car business on the east side. Just started up.” 

Today, the first man you met along automobile row, 
would not need to hesitate one moment before directing 
you to the Overland Huntzinger Co. In less than three 
years since he started in business for himself, Ward 
Huntzinger’s rise in the automobile business has been 
rapid. Last year the Overland Huntzinger Co. did a busi- 
ness which was only slightly under a half million dollars. 
Three successive moves have been made in the three years, 
each move being to larger and better quarters. Today 
the company occupies one of the most modern automobile 
buildings in Des Moines. In striking contrast to the days 
three years ago when Mr. Huntzinger himself did most 
of the buying and selling of the used cars which made 
up the business, is the selling force of nine salesmen now 
used by the company and the shop force of six to eight 
mechanics. , 
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When circuses are scarce Mr. Huntzinger organizes 
his own parades, getting permission as well as 
motorcycle officers from the city. Here is shown 
one of his parades in front of the Iowa State Capitol. 


When Mr. Huntzinger entered the used car business less 
than three years ago, he borrowed the small amount of 
capital with which the start was made. His business 
location. was not the best, but Huntzinger has always 
kept the proper relationship between sales and overhead. 
By keeping on the jump, he made the used car business 
pay and pay well. Checking up about a year and a half 
later, he found that he had cleared around $10,000. About 
this time, he was offered a Willys-Overland dealership. 
In spite of the fact that there were two other agencies 
in the city, Mr. Huntzinger organized the Overland-Hunt- 
zinger Co. and prepared to enter the new car business. 
One of these dealers, the one on the west side of town 
and with a far better location than the Overland-Hunt- 
zinger Co., died a natural death and the newly formed 
company was moved to the west side. A few months ago, 
the growing business of the Huntzinger organiza#ion de- 
manded more space and another move was made. As men- 
tioned before the present location of the company leaves 
little to be desired. Two floors, each 50x168 feet are 
given over to the sales and service of Willys-Overland 
products. 

Modest About Success 


Mr. Huntzinger is inclined to take the growth of his 
business in a matter-of-fact way. “The business was . 
here,” he explains. “All we did was to go out and gather 
it in.” But that statement does not explain away the 
fact that many others have failed where he has succeeded 
and that not many men have built a $500,000 business in 
less than three years. 

A large part of Mr. Huntzinger’s success may be at- 
tributed to his ability to keep his finger on each and 
every department, a task which is not easy when a bus!- 
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Business in 


By Lowell R. Butcher 





ness develops beyond a one-man affair and becomes de- 
partmentized. The records which he has available enable 
him to tell just what is happening in any department. 


The accounting system of the concern, while good, is no 
better than those kept by many other automobile concerns. 
Mr. Huntzinger, however, believes that any accounting 
system is utterly worthless unless the information is 
almost instantly available for use, that the information 
which may be derived from a good set of books is of 
inestimable value in directing the business—provided that 
such information is at hand when needed. To this end, 
he has developed a daily summary sheet, to which the totals 
from the books are posted once a day and which gives the 
daily progress of each department. One column is pro- 
vided for each day of the month, so that a month’s busi- 
ness may be posted on a single sheet. The daily informa- 
tion which he has found especially valuable comes under 
the following heads: 


Used Cars—Inventory yesterday (used 
cars); Used cars trade-in and charges; 
Total used car inventory; Cost of cars 
sold today; Used car inventory today; 
Used car sales today; Cost of sales today; 
Gross profit or loss today; Gross profit or 
loss as of yesterday; Gross profit or loss 
to date; Commissions paid today; Other 
used car expenses today; Total used car 
expenses today; Net profit or loss to date. 

New Cars—New car sales today; Cost 
of new cars sold today; Gross profit to- 
day; Commissions paid today; Salaries 
paid today; Policy adjustments billed to- 
day; Demonstrator expense; Other new 
car expenses today; Per cent of daily 
overhead; Total expenses; Net profit or 
loss today; New car profit or loss yester- 
day; New car profit or loss to date; Used 
re profit or loss today; Net car profit to 
date, 

This report receives careful daily scru- 
tiny. From it Mr. Huntzinger and his 
Sales manager can tell the exact daily 
Progress of sales. If used car inventory is 
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Rapid Growth of Ward Huntzinger’s 

Willys - Overland Business at Des 

Moines Due to Absolute Control of 

All Departments, Enabling Him to 

Know Daily Just Where Each Stands. 

He is Not Yet 30, But Well on the 
Road to Success 


increased that fact is instantly apparent. If used cars are 
being taken in at a figure which is too high, the evidence 
appears in “profit and loss” on used cars. Such a report is 
made a guide for the daily sales activities of the company. 
The report could be extended to include the parts and ac- 
cessory department, but it has been found that this depart- 
ment does not-require the study which is necessary to 
intelligently direct the car business. 

The report covering the activities in the shop is slightly 
different but fully as comprehensive. Two reports are 
used: one, the MECHANICS’ DAILY REPORT, is an 
analysis of the work done by each mechanic in the shop, 
the second, the SERVICE MANAGER’S DAILY REPORT. 
is a summary of the shop work. From the MECHANICS’ 
DAILY REPORT, the number of jobs worked on, the 
number of hours spent on each job, the hourly rate, 
amount as well as an indication as to what the work was 
billed to, is analyzed for each mechanic on the pay roll. 
A few minutes with a pencil and Mr. Huntzinger can tell 
you how much money any certain mechanic has made 
him for the day. 

The SERVICE MANAGERS’ REPORT is a complete 


(Continued on page 22) 
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Forms used to keep accurate record of work done 
in Mr. Huntzinger’s shop. (Below) the mechanic's 
daily report shows every job worked on during the 
day. (Top) The service manager’s daily report 
summarizes all shop work. 
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Membership card and carrying case 
furnished free to every Hupmobile 
owner in Gambill’s Service Club. 


OUR new car sales were attributed by the sales- 
men to the influence of our new Service Club 
plan,” said Oliver King, originator of the idea. 
“And,” continued Mr. King, “this happened 
within two days of the time our broadsides announcing 
the idea reached our car owners. And within two weeks 
fourteen more sales, directly attributable to the plan, 
were made.” 

Mr. King is advertising and promotion manager of the 
Gambill Motor Co. of Chicago, and he was explaining 
some of the features of his novel idea. “It was a phase 
of the plan we had not counted upon,” he said, “Although 
we expected that a better service system would ultimately 
result in more sales.” 

“But what’s in the plan that makes it pull so well?” 
one may ask. “What can be done that has not been done 
before?” 

Nothing so different when you get down to it, but 
framed in a more attractive setting. A square deal, with 
inspection and greasing service combined with personal 
contact and the well nigh irresistible appeal to join a 
club. Necessity is the mother of invention, and in this 
case it was the mother of the Gambill Service 
Club, for a new building in the heart of Chi- 
cago’s automobile district had been built to 
handle the increasing demands which greater 
sales of new cars in 1926 are bound to bring, 
and it was essential that the new building earn 
its proportion of the expenses of the concern, 
which distributes Hupmobiles through north- 
ern Illinois, lower Wisconsin and portions of 
Iowa and Indiana. 

The logical way to get car owners in is to 
make it worth while for them to come and this 
is what the club plan does. 

One of the features is a free towing service 
from any point in the city of Chicago to the 
central Hupmobile service station. That alone 
is a big point in selling the club idea. Another 
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The Hupp Service Club is on the job to 
care for Hupp owners in need of assistance 
in any part of the city. 
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GAMBILL HUPP SERVICE CLUB 
2231 SOUTH WABASH AVENUE 
TELEPHONE CALUMET 5800 
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By A. H. PACKER 


factor is the fact that a flat rate system is in effect so 
that Hupmobile owners know the towing charge will not 
be on the bill, camouflaged under some other heading. 
Again the square deal idea is in evidence. 


In case the wrecking crane is needed the charge is 
$2.50 for the towing service, a mere fraction of the 
average charge made by the average garage. Nor is this 
a haphazard service, for day and night, there are special 
men and cars ready to go to those needing assistance. 
In the outlying districts are also men for daytime emer- 
gency runs while at night the main service station takes 
care of any calls. 


Small mechanical jobs which require the emergency 
men are handled on the basis of a dollar charge for any 
job that does not take over fifteen minutes. This would 
cover a tire repair, repairing a broken wire in the igni- 
tion system or any other minor job which the expert can 
take care of on the road. 


The plan includes free monthly inspection which covers 
the condition of engine, transmission, rear axle, steering 
gear and wheel bearings. It also includes spark plug 
testing, fan belt adjustment and ignition point and car- 
buretor adjustment when needed. 

Those who join are given the advantage of special 
prices on tires, tubes, oil, grease and accessories and 
also a special price of $1.95 for monthly greasing and 
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Him Business 


Hupmobile Owners in Chicago 
Towing and Inspection Service 
Prices for Emergency Aid Lubri- 
Maintenance Requirements 


oiling and to those members in good standing who have 
brought their car in every month for ten months, there 
is furnished free greasing and oiling for the remaining 
two months of the year. There is also a special depart- 
ment handling insurance for club members. 

“And where does the dealer win out?” one may be 
inclined to ask. But that phase of the question is taken 
care of in the requirements for membership. There are 
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no dues or assessments or fees of any kind, but it is 
required that the car be brought in once a month. Each 
member is provided with a leather combination card case 


and memorandum book in which his membership card is 
kept. 


On the edge of the membership card the various months 
of the year are indicated and the proper space in the 
card is punched every time the member brings his car in. 
Monthly inspection and monthly greasing are required, 
although the greasing does not have to be done in the 
Gambill service station. A receipted bill from any garage 
or service station will be accepted as continuing the mem- 
bership, although the recommendation is made that 
authorized Hupmobile service stations be patronized. 


There is no other requirement, but at this point another 
factor makes its appearance. This is the Gambill hand- 
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The head of the Gambill Motor 


Co., which inaugurated the service 
plan described in the accompanying 
article,1s C. E. Gambill who 1n 1925 
was president of the National Auto- 
mobile Dealers’ Association. Mr. 
Gambill is now president of the Chi- 


cago Automobile Trade Association. 
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Above: This well furnished waiting 

room provides a place for owners to 

rest while their cars are being in- 

spected and having minor adjust- 
ments made. 


Left: The Michigan Avenue front 

of the Gambill Motor Co. The build- 

ing extends clear through to Wabash 
avenue. 


shake man. That’s his job. To be at the 
service entrance, become acquainted with 
the customers, see that they are satisfied, 
and lend the personal touch to the mechan- 
ism of a large concern which might other- 
wise lack this personal element. This is a 
vital factor in making the plan stick. In 
fact it is the connecting link between the 
idea and concrete financial returns, for when the car 
owner comes for one or two inspections and has his car 
greased a time or two, he is not likely to drift away to 


some other shop where courtesy and friendliness are 
lacking. 


The way the plan of free inspection and low priced 
greasing brings in service is shown by the shop records, 
for the average of forty jobs a day had jumped to sixty 
in two weeks since the plan was announced. The response 
to the plan has been remarkable, some 900 owners having 
joined since the 5,000 circulars were sent out and appli- 
cations continue to be received. 


All Hupmobile owners have not taken advantage of the 
plan, but Mr. King tells a story of one of them who joined 
eventually and wished he had done so sooner. Over the 


(Continued on page 22) 
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Pierce-Arrow Announces 
: Custom Built Coaches 
on Series 80 Chassis 


pany, Buffalo, N. Y., announces a 

complete line of custom-built 
coaches on its standard Series 80 chas- 
sis, at a price not far from that of its 
open cars. The new models will not re- 
place any of the present body types in 
the Series 80 line, but are an addition 
to it. 

The models and prices of the new 
coach line, exclusive of government tax 
and freight, are announced as follows: 
2-door coach.. $3150 
5-passenger, 4-door coach 3250 
7-passenger, 4-door coach.................. 3350 
7-passenger, 4-door limousine coach 3450 


The 


[= Pierce-Arrow Motor Car Com- 


5-passenger, 








new coaches built in the Pierce- 


Nie 


BERR ee p Steg Pee 


Pierce-Arrow Series 80 /7-pas- 

senger coach, styled by its makers 

as Americas first 7-passenger 

coach. It is offered in six color 
options. 


Arrow body factory are offered in six 
color options. In its two-door, five pas- 
senger coach, Pierce-Arrow has created 
a body possessing all the intimacy of a 
coupe, yet having accommodation for 
five. 


A companion to this is a five passenger 
four-door coach. The body lines give 
this car a long, low appearance, with- 
out the sacrifice of desirable headroom. 


The seven passenger coaches are of 
four door construction. The first, listed 
at $3350, has the commodiousness of a 
seven-passenger sedan. 


Pierce-Arrow’s original all purpose, 
all-season car, the Enclosed Drive Lim- 
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ousine, is duplicated in basic design in 
the Limousine Coach, of seven passenger 
capacity, at the price of $3450. A turn 
of a handle lowers the plate glass par- 
tition at the back of the driver’s com- 
partment and converts this car from a 
limousine into a sedan. The front com- 
partment is finished in leather. 

In design the new Pierce-Arrow 
coaches have low, clean-cut lines, accen- 
tuated by the broad body beading which 
extends from the nose of the radiator to 
the rear in a graceful sweep. Hanging 
of the doors in the four door models 
also adds to the clean-cut effect, the 
edges meeting in a thin divisional line 
concealing the pillars. 

Comfort and roominess 


have been 











New Pierce-Arrow 


made leading features of body design. 
the 130 in. wheelbase of the Series 80 
chassis allowing the designer sufficient 
space for a coach body with limousine 
comforts. All doors in the four door 
coaches are 29% in. wide. The rear seats 
are 521%4 in. from side to side, seven pas- 
senger capacity being provided by two 
comfortable seats of the forward folding 
type. 

Frames are of straight-grained north- 
ern white ash, with laminated joints in 
all parts of the frame where it is sub- 
jected to twisting or weaving strains. 
Aluminum, hand hammered to contour, 
is used for panelling. 


Upholstering is of soft-finish wool, 
while cushions are made with springs 
used in custom body work, with curled 
hair filling. One of the features of the 
upholstery is the fact that it is soil- 
proof. Another protection against wear 
is the strip of carpet tailored across the 
bottom of each door, guarding against 
scuffing feet. 


All carpets are of velvet. Silk toggle 
grips, large mahogany vanity and smok- 
ing cases, a carpet covered foot rest in 
the five-passenger models are some of 
the appointments. Hardware is of Butler 
silver finish. Dome lights are standard 
equipment. 

Pierce-Arrow will continue manufac- 
ture of the De Luxe Series 80 models, 
consisting of the runabout, four-passen- 
ger touring, seven-passenger touring, 
four-passenger coupe,  five-passenger 
sedan and enclosed drive limousine. 

Houdaille shock absorbers and Pines 
Winterfront are now standard equip- 
ment on all Series 80 models, including 
the new coach line. 


Series 80 5-passenger 4-door coach with 


jong, low body lines, aluminum panels, soft woolen upholstery 
and choice of six color options. 
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Yellow Knight ‘““Money Maker” 


Developed for Fast Delivery Service 


gine specially developed for work 

in fast delivery service, the Yellow 
Truck and Coach Mfg. Co. have an- 
nounced an entirely new one ton truck 
chassis listing at $1095 f. o. b., Chicago. 
The newcomer to the line known as the 
Yellow-Knight “Money-Maker” will be 
marketed through a separate Yellow 
sales organization in addition to being 
handled by the regular G. M. C. branches 
and dealers. Changes in the factory have 
been completed which .will enable a 
minimum of 1,000 of the new T-2 Yellow- 
Knight trucks to be produced a month. 

The chassis is of exceptionally rugged 
eonstruction throughout, the main 
thought in the development of the new 
truck being to build a vehicle that would 
not have to be withdrawn from service 
for minor maintenance work and repairs. 
With the adoption of a Knight type en- 
gine, delays for valve grinding and car- 
bon removal are eliminated while higher 
fuel economy and longer life also are 
claimed. 

Mounted in three point suspension, 
the four-cylinder powerplant with its 
3% in. bore by 5 in. stroke has a piston 
displacement of 185 cu. in. and develops 
41 bh.p at 2,100 rpm. The cylinder 
block with the removable head is bolted 
to the aluminum crankcase, the bottom 
flange of the latter to which is secured 
the pressed steel oil pan being carried 
several inches below the center line of 
the crankshaft to provide additional 
stiffness. Three bronze back babbitt 
lined bearings of the following dimen- 
sions: 

Front 25 in. diameter by 27% in. long 

Center 23% in. diameter by 27s in. long 

Rear 23% in. diameter by 37% in. long 
Carry the crankshaft. Pistons of an- 
nealed and ground cast iron and of 4 in. 


Prine ‘sree with a sleeve valve en- 











Right side of the power plant showing the method of attaching the 
air cleaner and the general layout of the engine and transmission. 


length are fitted with three rings ¥% in. 
wide. Force feed lubrication is employed 
with the gear driven oil pump operated 
from the eccentric shaft. 

The four bladed fan mounted on the 
front of the cylinder block and provided 
with an eccentric form of adjustment is 
driven from the crankshaft by a “vee” 
belt. Water is circulated by thermo- 
Syphon, the capacity of the cellular 
radiator and the water jackets being 5 
gallons. Fuel is fed to the carburetor by 
gravity from the 11 gallon cylindrical 
tank mounted on the driver’s side of the 
dash. After passing through an A-C 
make air cleaner mounted above the 
engine, the air for the carburetor passes 
through a hot-spot formed integral with 
the exhaust manifold. Ignition is by the 








The new Yellow-Knight ‘“‘Money-Maker” listing at $1095. The 


straight line frame and the gravity gasoline tank can be seen clearly. 
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battery system with the _ distributor 
driven off the generator shaft while the 
starter carried on the right side of the 
housing engages with the flywheel 
through Bendix drive. 

A single plate Borg and Beck clutch is 
secured to the flywheel. 

Power is transmitted to the rear axle 
through metal universal joints and a 
tubular propeller shaft. A Timken spiral 
bevel rear axle provides a standard ratio 
of 6 1/7 to 1. The housing is of pressed 
steel with the pinion shaft and differen- 
tial carried on heavy roller bearings. 
Axle shafts are of special alloy steel and 
of the semi-floating type. Service brakes 
operate on the outside with the hand 
brake operating on the inside of the 15% 
in. by 2% in drums. 

The front axle is of “I” beam section. 
Steering is by a Gemmer worm and 
sector unit. Springs are semi-elliptics 
all round the dimensions front and rear 
being 38 in. long by 2% in. wide and 50 
in. long by 2% in. wide respectively. 

The frame is 5% in. deep of ¥s in. 
stock running straight from front to rear 
with no kick-up over the rear axle. Four 
cross members are provided. 

Steel disk wheels with 32 by 4% non- 
skid truck cord tires are provided all 
around as standard equipment. The 
wheelbase is standard at 124 in. In 
addition to the usual supply of equip- 
ment, front fenders and steps, electric 
headlights and tail light and electric 
horn are provided at no additional cost. 
Chassis lubrication is by the Alemite 
system, 
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Capitalizing The Lure of Spring 
While Snow Still Flies 


How They Do It in Boston 


N Boston each year the automobile 

dealers take advantage of the Wash- 

ington’s Birthday holiday to get an 
early start for spring business. For 
years it has been the custom for the deal- 
ers to join in a big spring opening, 
widely advertised and largely attended. 
The salesrooms are decorated in holiday 
attire, usually suggestive of spring, and 
a one-day automobile show is held with 
the visitors going from store to store 
along the “row” for critical view of the 
latest models all dressed up. 


The photographs on this page show 
how Henshaw Motor Co., Dodge Brothers 
dealers, capitalized the lure of spring on 
Washington’s birthday while snow was 
still falling. 

The motif of Henshaw’s miniature 






























show was spring—a spring far advanced butterflies of many hues hung from vari- 


toward summer. Entering from the chill 
winter of the street, the visitor found 
himself in a bower of greenery and 
bloom. A step before him stood a trel- 
lised arbor rose-entwined where blue- 
birds and crimson grosback seemed to 
twitter among the leaves. Through this 
arbor appeared a vine-clad fountain and 
in the pool below fluffy, yellow ducklings 
disported themselves and fish of various 
golden hues scurried hither and yon for 
the shelter of the aquatic plants. 
Around the pool spread a lawn of vivid 
green and through the sward peeped 
crocuses and tulips. 


Carrying out the motif, huge, brilliant 
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ous parts of the showroom, and pussywil- 
lows, ferns, potted plants and cut flow- 
ers were everywhere about. 

There was “atmosphere” aplenty and 
in this atmsophere of advanced spring 
vistors forgot winter roads and freezing 
temperature and responded cordially to 
the invitation to buy the new types of 
cars which were, of course, the focal at- 
tractions. 

As is Mr. Henshaw’s custom, interest- 
ing mechanical exhibits were especially 
prepared, among them a novel working 
model of a differential so simple in its 
conception that it makes plain the 
operation of this exceedingly involved 





Satin-clad pages greeted vistors 
to the Henshaw Motor Co. at the 
Washington’s birthday opening. 
Looking out through the door, 
one finds oneself in the middle of 
winter, although a large parking 
space had been cleared in front of 
the Henshaw building. 


A sidelong view of the display 
taken from the right front corner 
of the salesroom. The display is 
almost completely shown. The 
cut-out chassis can be seen at the 
extreme right, but various types 
of cars obscure the garden which 
dominated the picture from the 
central position. 


portion of the automotive mechanism. 

The commercial car department and 
the resale department were also in gala 
attire and the resulting orders, accord- 
ing to Mr. Henshaw, prove again the ad- 
vantage of carefully planned and skill- 
fully organized exhibits. 

Jacobson Co. Expands 

MONROE, Wis., Feb. 27.—A branch of 
the Jacobson Automobile Co. of Madison, 
will be established here by Fitzgibbon 
Brothers, and will handle Cadillac, 
Jordan, Hudson and Essex in this terrl- 
tory. Quarters will be in the Fitzgibbon 
Building, East Russell and Madison 
streets. : 
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Standardized Ignition Test 
Is Developed by the A. E. A. 


Automotive Electric Association Works Out Method of 
Comparing Sparks of Different Ignition Systems 


6 GET a good spark,” says the car 
owner who has just received a 


shock by getting too close to a 4 Volts 6 Volts 8 Volts 
spark plug. But he has no idea what a 
good spark is. The man in the shop who Volts Volts Volts 
waits on this customer may have more across across across 


Pri: {Coil Pri: Coil Pri: 
-| Prim. | Spark fat Zero Prim. | Spark jat Zero Prim.| Spark jat Zero 


assurance, but back of it all he is also 
somewhat in the dark as to the nature of 
a good spark. 


In the endeavor to effect some degree 
of uniformity in the comparison of igni- 
tion system performance the Automo- 
tive Electric Association has developed 
a standardized test. 


The A. E. A. test consists essentially 
of making use of a calibrated adjustable 
spark gap across which one or more 
sparks from the distributor must fire 
for ten seconds without missing at each 
of the speeds specified. On test sheet, 
Fig. 1, the tests are intended to show the 
maximum distance across the gap at 
which the apparatus under test will con- 


tinue to fire regularly without miss for ph aapaaenes ory 
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Top: Fig. 1. A. E. A. ignition 






























































| s P performance test sheet. 
{e857 - Above: Fig. 2. A. E. A. adjust- 
i ames < + Poa, Fx. /AkY GAP able spark gap for ignition coil 
ene FixéD Peinr age and timer test. 
Ain Left: Fig. 3. A. E. A. circuit 
Cae / BRATION | diagram for standardized test on 
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a ’, charging a full battery. 
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CAPACITY | a normal stage of charge, the voltage 
a being measured as shown in diagram, 
an 4 Cove Wig. 5. 
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toe AO/USTABLE SPARK CAP by a D. C. ammeter connected as in 
— SwiltA Fig. 3 
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Profitable Service Help Offered 
By New Equipment Placed on Market 


Wrenches for Valve Tappets 
ONNEY Forge and Tool Works, 
B Allentown, Pa, announces a 
Chrome Vanadium Tappet Wrench 
Set consisting of eight double end 
wrenches designed especially for ad- 
justing valve tappets. There are two 
each of four different size wrenches, as 
these wrenches are usually used in pairs. 
This set will take care of the adjust- 
ment of valve tappets on 70 per cent 
of the passenger cars and trucks on the 
market, it is stated. 


As many makes of cars and trucks 
require the use of three wrenches for 
tappet adjustment, the Bonney C-V tap- 
pet wrenches are designed so that two 
can be used like scissors with one hand 
while the third is used in the other 
hand. This is accomplished by having 
two openings of the same size, but at 
different angles, on each wrench. 

The japanned metal container with the 
hinged top, in which these wrenches are 
packed, offers certain distinct advantages 
to the mechanic. It is very compact, 
and occupies a minimum of space in the 
mechanic’s __ kit. The wrenches are 
readily accessible to the mechanic, and 
occupy a minimum of space. 


Stevens Refacing Outfit 


This new refacing outfit for the Ford 
steering body bushing No. 2713 makes a 
perfect end fit of the bushing at one 
operation. The jig is held in a vise with 
the crank to the right. The distance be- 
tween the axle yoke arms is gaged, then 
the handwheel set up until the collar on 
the feed screw just touches the other 


end of the gage, one end of the gage 
being against the cutter. One end is 
faced off to about half the distance to 
the stop screw. The steering body is 
reversed and the other end faced off 
until the handwheel reaches the stop. 
This will make the distance an exact 
fit on the first try-out. This new tool is 
now being introduced by Stevens and 
Company, 375 Broadway, New York City. 
It is priced at $6. 


Safety Towline 


To Safety Hook Company, Two Har- 
bors, Minn., is manufacturing a tow- 
line which is designed to cushion the 
jerk. This is accomplished by using a 
compression spring in the middle of the 
line. Another feature of this line, is 
found in the two safety hooks with which 
it is fastened to the cars. It is packed 
in a canvas bag and retails at $7.50. 


Hardie Magic Car Washer 


The Hardie Mfg. Co., Hudson, Mich., is 
making a high pressure automobile 
washer. The apparatus consists of the 
Hardie high pressure duplex pump, 
driven by either a 4 h.p. gasoline engine, 
or a 3 h.p. electric motor. In the former, 
the pump is chain-driven, and in the lat- 
ter, belt drive is used. Two 25 ft. lines of 
hose and the two magic guns are in- 
cluded with each outfit. The washer will 
produce a solid stream at 300 lb. pres- 
sure, or a fine spray. The price varies 
from $285 for a one gun outfit to $750 for 
a six gun outfit. 


Paasche Air Brush 


The new Paasche UB Multiplehead 
Airbrush is completely interchangeable 
and offers a quick detachable, combina- 
tion, round, revolving, floating and ad- 
justable fan spray airbrush head with 
a range of 5 airbrushes in one. It is 
suitable for finishing or coating with 














Bonney wrench kit consisting of eight 


double-end wrenches 








Stevens refacing outfit for Ford steering 
body bushing 
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Paasche Multiplehead air brush offering a combination round, revolving, floating and 


adjustable fan 





materials from the lightest to the 
heaviest, coarse or fine, hot or cold with 
a crescent shaped fan producing air 
ports harmonizing and balancing with 
a round air cone of the air cap, thereby 
making split or uneven spray impossible 
it is stated. It floats into alignment with 
the fluid valve plunger, eliminating leak- 
age of paint. 

From a strong jet of clean air pres- 
sure used for. dusting off the work be- 
fore painting it can be adjusted to a fine 
line graduating into a smooth wide fan 
spray, 12 in. to 16 in. in width. It is 
made by the Paasche Airbrush Co., 1909 
Diversey Parkway, Chicago, III. 
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MIDGET CAR HAS 4-WHEEL BRAKES 


NO CASUALTIES. Not an Airplane crash! Just 
the unusual and effective billboard advertising 
used by the J & R Motor Supply Co. of Omaha, 
Neb., and Sioux City, la. 
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A MEMBER OF THE FAMILY. Miniature reproduction of 2-seated Clymo 
roadster, a popular English make, exhibited at New York. It was built on 
a scale of 6 in. to the foot by S. J. Stevenson of Belfast, Ireland, and has 
4-wheel brakes. 








NAMESAKES. Lady Diana 
Manners, star of ““The Mir- 
acle,’ beside a Diana Light 
Straight Eight, placed at her 
disposal during her engage- 
ment in Chicago by E. E. 
Walsh, branch manager of the 
Moon Motors Corp. 
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WELCOME. The arrival of a consignment of Fordson tractors in Nonarossisk, Russia, was the signal for a general turnout of the 
townspeople who have little acquaintance with automotive vehicles. 
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Putting Service on a Quality Basis 


(Continued from page 11) 
long it will take. He makes his plans accordingly. Servic- 
ing the car can be fitted into his daily scheme of things 
instead of becoming a problem that upsets his calculations 
and tempts him to go easy in using the car thereafter. 

Determining rates for service under such plans as are 
outlined is a matter for individual consideration. They 
would vary naturally with labor conditions, the class of 
patronage, the location, the efficiency of the management 
and competition. Experience seems to show, however, 
that rates are secondary to the theory and practice of 
making the service plan an encouragement to the customer 
to drive more extensively. It has been found that many 
car owners are willing to pay a premium for service, pro- 
vided it is prompt, modern and guaranteed. At least this 
tendency can be considered when attempting to arrive at 
a scale of rates. 

The newer plans take the dead wood out of the repair 
shop and clear the docks for profitable jobs. The idea that 
a lot of cars in various stages of repair represents a 
volume of business is already punctured. The car that is 
worked on a few hours and left standing while repairers 
go on to some other job simply clutters up the shop. Its 
owner begins to become re-acquainted with the “poor 
man’s limousine” and calmly resolves to avoid using his 
car too much, if ever they finish working on it. Mean- 
while many an owner comes to the shop for service only 
to discover that there is no room for him. The dealer 
not only loses future business but present business as well. 

Keep ’em moving in the shop and they can be kept 
moving on the road. The plans outlined here are not 
infallible. They do not always work. But they are in 
line with the new trend, and they are winning and hold- 
ing customers—at a profit. 

They emphasize the growing conviction that no service 
can succeed that hinders the motorist from using his car. 





Satisfied Customers Bring Profits 
(Continued from page 15) 
telephone he had argued down every advantage of the 
plan, even scoffing at the idea that he might ever need 
to take advantage of the $2.50 bargain wrecking charge. 
What was Mr. King’s surprise one morning to find this 
same man waiting for him in the office anxious to join. 
It seems that a car had run into the front of his, smash- 
ing a front wheel which had necessitated his being hauled 


in by some other concern at a cost of over $12.00. The 
advantages of the Service Club were now quite evident 
to this man after this sad experience. 


Time will be required to show the various phases of 
this service plan but the advantages already realized seem 
to class it as a most constructive effort. There is some 
expense attached to the operation of the system. The 
time of one man is pretty well taken up with inspections 
which take about half an hour each. Then there is the 
operation of service trucks for emergency runs, but taking 
the plan as a whole there is every indication that the cost 
will be small in comparison to the volume of service 
business and new car sales that will result from the new 
system of rendering preventive service. 





Publicity Brings in the Dollars 
(Continued from page 13) 

summary, made out daily, of all the work which goes 
through the shop. It gives a complete summary of the 
job turnover in the shop as well as a summary of the 
shop charges. Both of these reports are simply auxiliary to 
the accounting system used by the company. They are not 
designed for accounting purposes; they are intended for 
study and control of the business. - That they are valuable 
and that they are used, is indicated by the wonderful suc- 
cess of the Overland Huntzinger Co. 


When the Des Moines baseball club of the Western 
League opened in Des Moines last year, Mr. Huntzinger 
fitted up an Overland car with eccentric wheels, dressed up 
several of his employees as clowns, plastered the car with 
Signs and toured the city. Needless to say the bumping and 
jumping car attracted much attention. When the Des 
Moines branch of the Willys-Overland company brought 
the Knight car, formerly owned by King George, to Des 
Moines, Mr. Huntzinger advertised a private showing, 
sending out tickets for the exhibit. Although anyone was 
permitted to enter the salesroom to view the car, a door- 
man to take up the tickets was stationed at the door. 

It is difficult to pick out any specific specialization which 
has brought about the success of Ward Huntzinger. His 
business is a well-balanced one, each department function- 
ing smoothly. Probably the most outstanding feature is 
his ability to keep so closely in touch with each department 
of his business. He knows exactly what his business is 
doing. 





Standardized Ignition Test Developed by A. E. A. 


4 cylinder timer) or five (for a six 
cylinder timer) being allowed to dis- 
charge across separate auxiliary gaps 
with points set x in. apart, as in Fig. 3. 

The tests should be carried out under 
the following conditions: 

1. Spark length to be measured on the 
standard calibrated spark gap as per 
A. E. A. specifications, Fig. 2. 

2. The spark length recorded on the 
test sheet to be the maximum distance 
the coil will fire across the standard 
A. E. A. gap for ten seconds without 
miss at the speeds and voltages specified. 

3. Renew the needle points on the 
calibrated gap for each coil test. 

4. Coil to be at_ room temperature 
(approximately 75 deg. Fahrenheit) at 
the start of test. 
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(Continued from page 19) 


5. Primary voltage to be taken at pri- 
mary coil terminals with breaker con- 
tacts in series. 

6. The contact opening to be the same 
as used in production and specified as 
noted on the test sheet, Fig. 1. 

7. Two, three or four cells of a lead 
acid battery in a normal state of charge 
may be considered close enough for ob- 
taining the required voltages, namely, 4, 
6 or 8 volts. 

8. The high tension or insulated end 
of the spark coil secondary should be 
negative. 

9. For 12 volt systems use 8, 12 and 16 
volts in the place of 4, 6 and 8. 

10. The calibrated spark gap must be 
protected from air currents. 

In connection with item 8, the ques- 


tion may arise as to a method of telling 
which end of the spark is negative. This 
is the end where the most red color or 
flame is evident. Another check can be 
made with a voltmeter connected in the 
return wire from the spark gap. In Fig. 
3 we could disconnect the wire that goes 
to the micrometer side of the spark gap 
and connect it to the voltmeter. Then 
run another wire from the voltmeter to 
the micrometer side of the gap. 

If the voltmeter reads backward, re- 
verse its connections. When the pas- 
sage of sparks causes the meter to read, 
the polarity marks on the voltmeter will 
make it possible to tell which way the 
current is flowing. If it is giving the 
wrong polarity to the spark, this can be 
changed by reversing the battery. 
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Bearing Failure Explained 
By Reader 


Q—In the December 10, 1925, issue of 
Moror AcE in the Clearing House there was 
a paragraph on “Not Enough Oil.” My 
experience in a case of this kind is that 
the trouble is pounded up bearings instead 
of not enough oil. This is proved in one 
way by the fact that the shims are always 
cut off and usually the bearing retainer 
screws are pulled out or cut off. When 
installing a new bearing, if bronze backed, 
the bearing should stick up a few thou- 
sandths above the edge of the cap on 
both sides. If a plain babbitt bearing it 
is not too much to have it stick up .010 
in. to .012 in. Only one retaining screw 
should be used and it should not be per- 
fectly tight, but should be jammed so it 
will not unscrew and mar the shaft. 


Reader’s Experience 


In pressure lubricated engines the other 
screw must be put in the hole and cut 
off. The one screw is used only as a re- 
taining screw and the shims with the 
bearing riding hard against them keep 
the bearing from rocking. I do not be- 
lieve in putting both screws in tight be- 
cause the rocking action of the old bear- 
ing has worn the inside of the cap a little 
which causes the holes to become mis- 
aligned as to relation of the holes in the 
new bearings. Where bearings are loose 
in the cap, but still serviceable it is my 
practice to file down the cap until the 
bearing sticks up as previously indicated. 
In other cases new bearings are applied. 
I have had much experience with these 
engines in Paige, Overland 89, six cylinder 
Jordan and other cars. Also with TW 
Continental and other similarly made en- 
gines. After I had studied out the above 
remedy my trouble with bearings was 
ended.—Ralph J. Emmons, Brown Apart- 
ments, Cedar Rapids, Iowa. 

On receipt of the above letter we made 
up an illustration in two parts, the left 
part showing the installation as recom- 
mended by Mr. Emmons, in which the 
screw merely holds the bearing in its 
approximately correct position. The 
clamping of the bearing cap to the upper 
part of the bearing, however, appears to 
clamp the two halves of the bearing and 
the shims tightly together. In the right 
portion of the same illustration we have 
shown the opposite condition where the 
bearing cap rests on the shim and the 
two halves of the bearing do not quite 
touch the shim. Under these circum- 
stances if the old bearing has worn the 
Cap as indicated it will fail to touch at 
certain places. Then when the pressure 
IS exerted by the crankshaft or crank- 
pin the bearing will spring in at the worn 
places and when the pressure is relieved 
it will spring out again. Then in a short 
time the bearings will break in two op- 
posite the worn places due to the bend- 
ing action. 

Some shop men recommend fitting the 
bearing to the cap, using Prussian blue 
and using as much care as would be 
used in fitting it to the shaft or crank pin. 
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GREASE NOT SO GOOD AT HIGH Some Causes of Four 
TEMPERATURE ° ° ° 
Q—When I fit up new piston pins I Cylinder Vibration 
oil the pin and then plug the end with ; 
grease. Is this good practice? Q—Would like to have your opinion as 


We would not recommend this. The {2 $rs.o% quzation in 8 Ford engine — 
reason is that grease is not all lubricant. : 
It consists of a soap fibre filled with oil In any four cylinder engine there is 
and it is our opinion that under high paper for vibration to be set up due 
temperature the oil will be burned away ‘° the fact that the rate of acceleration 
‘or used up and the soap fibre which is ©! the Pistons starting down in the cyl- 
left will leave a gummy residue which inder is Re the same as the rate of 
does not lubricate and prevents oil get- %°Celeration of the other two pistons 
ting to the wearing surfaces. which are going up at the same time. 

Q—In fitting piston pins I have them This causes an up and down jerking 
tight enough so that the weight of the effect, which is transmitted to the engine 
connecting rod is just sufficient to slowly and then to the rest of the car. The 
te yc » 2 oO Sor Lancaster balancer used on the four cyl- 

Yes. However, when piston pins are ‘™4er Willys-Knight was installed in 


directly fitted in aluminum pistons when O'der to neutralize this action. of 
there is no bronze bushing the fit should Course the larger and heavier the pis- 
be tighter so that 5 or 6 pounds at the tons the more this vibration effect is 
end of the connecting rod is required in exaggerated. Other conditions which 














order to move the rod. cause vibration are unequal weight of 
SI, BEARINGS Ne V4 
: AND SHIMS ——s 
SCREW Z =i 
= + = SCREW 
NOT TIGHT LAMPED TIGHTLY TIGHT 
IN BEARING 1914/8 BEARING CAP WORN 


Left: Method of bearing fitting recommended by reader, the bearing clamping the 
shims tightly. 
Right: Method of installing bearing which will make it crack in a short time if bear- 
ing does not fit the cap. 


Short Lived Piston Pin pistons and rods and uneven compres- 
1 sion, uneven valve timing or ignition tim- 

Bus Ings ing. One case came under our observa- 

Q—What will cause the engine as used  tjgn where the overhaul of a Ford engine 
on six and eight cylinder Auburn car to ; . ‘ 
have loose piston pins after about 6,000 and the installation of new pistons and 
miles? I would think piston pins should rings eliminated a bad vibration which 
give satisfactory operation for about 44 been experienced at about 32 miles 


20,000 miles.—Pennsylvania Reader. h aa al ar Seg 
Poor lubrication would account for P°? 20Ur- er dems overnaule e 


trouble of this sort while the life of the C4? could be driven up to 40 miles per 
piston pin and bushing will be short if hour without this bad vibration which 
the bushing is reamed with a dull had caused the steering wheel to shake 
reamer. Best results are obtained where ‘0 that it was hard to hold at this speed. 
a very perfect surface is secured in the This was probably due to more even 
bushing, as slight irregularities make the compression in all cylinders. 


pin fit tight at first but it rapidly loos- Q—Is there any way to overcome this 
ens up again. A reamer which does not vibration in a four cylinder engine? 
chatter gives a good finish to the bush- A counter-balanced crankshaft will 
ing while another method is to broach help, also light weight connecting rods 
the bushing. and pistons which have the same weight. 
23 
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Your New 





A Plan Designed to Utilize 
Main Floor Storage 


Q—Sometime ago we had you submit 
uS some data on garage buildings but did 
not acquire the property in mind, conse- 
quently were not able to take advantage 
of your suggestions. However, we have 
acquired a piece of property 100 feet 
square and side of which is running along 
a 20-foot alley and on this site we pro- 
pose to erect a building for sales and 
service and would be glad to have your 
suggestions. 

We are considering excavating for a 
basement having of course a first and 








Building 





SY 


transit storage. We have considered the 
various types of construction but have 
not decided on any. 

We sometimes feel that a building 
erected along the line similar to those 
sold by the Truscon Steel Company with 
prism glass sides would make a very 
well lighted garage and perhaps cheaper 
than the ordinary type of brick and 
cement construction.—Franklin Motors, 
Inc., Louisville, Ky. 


Your suggestion of excavating for a 
basement to take care of your car stor- 
for the storage of cars belonging to 
transient and regular customers, is a, 


good one and bearing this in mind, we 
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have eliminated everything possible from 
the first floor, leaving space only for 
showroom and accessory store. The of- 
fices and stockroom we have placed on a 
mezzanine floor which is just high 
enough so that cars may be parked under 
it. This of course, will necessitate rais- 
ing the second floor three or four feet 
(Continued on next page) 
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second floor. Our first idea was to merely 
grade the ground, put on a cement floor 
for the first story and construct a build- 
ing Only two stories high, using the upper 
floor for shop and first floor for sales 
and storage. 

It happens that the neighborhood in 
which the proposed building is to be 
erected is residential and unquestionably 
some storage would be offered and with 
this thought in mind we are considering 
the construction of a basement for our 
own storage and using the first floor for 
display room and the rear part of it for 
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The mezzanine floor 


in this plan makes 
possible the storage 
of 12 cars’ which 


would yield quite an 
income at good rates. 
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— Answers to Readers’ Questions 





Adjusting the Fordson 
Steering Gear 


Q—Is there any way to adjust the steer- 
ing gear of a Fordson tractor?—Iowa 
subscriber. 

There may be looseness in the ball 
socket. This is corrected by disconnect- 
ing the two halves of the socket and filing 
off the surface until a snug fit is ob- 
tained. If the ball is badly worn a new 
one should be installed. The steel bush- 
ings in the steering spindle arm may 
need replacing. If the spindle pin is 
too lose the bushings in the front wheel 
spindle should also be replaced. To re- 
move excessive looseness of the spindle 
in a vertical direction new spindle wash- 
ers should be used. 


Oil Rings for Fordson 

Q.—Is it advisable to have holes drilled 
in the lower ring groove of pistons used 
in a@ Fordson tractor and is it advisable 
to install oil regulating rings? Is there 
any danger of the upper rings not getting 
enough oil? This tractor only uses 1% 
gallons of oil a day. 

The consumption of 14% gallons seems 
excessive as a tractor should operate for 
eight hours on from one to two quarts. 
In some cases the use of oil rings and 
the drilling of the lower ring groove 
may rob the upper portion of piston and 
cylinder wall of oil. In your case we 
believe drilling holes in the lower ring 
groove and installation of special oil type 
of ring would be advisable. 

Q—Where can I get oversize valve 
tappets for Paige 70, 1923? 

Name of concern making such parts 
will be given by letter. 

Q—What horsepower would a Con- 
tinental 9A engine, with bore and stroke 
3% by 5 develop if it was speeded up 
to 3,000 r.p.m.? It develops 70 horse- 
power at 2,200 r.p.m. 

The horse power would be considera- 
bly less as the speed mentioned is ap- 
proximately the peak of the horse power 
curve. At lower and higher speeds less 
power is developed. 


WARPED VALVES WILL SQUEAK AND 
STICK 


Q—We have a Nash 6, 1923 model with 
squeaky valves. We do not seem to be 
able to remedy this trouble.—Western 


Reader, 

We would suggest removing the valves 
and rotating them in a lathe. You can 
hold the end of the stem in a chuck 
and center the head of the valve by 
means of the adjustable lathe center. If 
the valves are warped so that the stems 
wobble when the lathe is operated it 
Would be advisable to replace them. A 
warped valve will bind in the guide and 
cause a squeak of this nature. The cor- 
rect tappet clearance is .010 in. 
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CONSTRUCTION DETAILS HELP OUT 
ON THE REPAIR JOB 
Q.—Supply diagram showing Dodge rear 
axle for a 1921 car, also the universal 

joint.—Denver Reader. 

A sectional view of the rear axle is 
shown. A_ sectional view of clutch, 
transmission and universal joint was 
shown about a year ago in Motor AGE 
and a copy of the page in question is 
being sent you by separate letter. 


This axle is of the full floating type 
in which the axle shafts can be removed 
without affecting the operation of the 
wheels. Later Dodge axles are of the 
three-quarter floating type. 


Clean Out Grease and 
Remove Squeal 


In regard to Marx & Stampa’s inquiry 
about the high pitch squeal in a light six 
Studebaker, published Feb. 4, I have 
found a remedy. It is caused by grease 
and oil accumulation in the pan that 
covers the bottom half of the flywheel. 
The teeth of the starter gear strike this 
grease and oil and make this peculiar 
noise. The remedy is to remove the pan 
and clean out the grease.—C. E. Bernd- 
sen, Cleveland Height, O. 

Please accept the thanks of Motor AGE 
for this information. 
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Sectional view of 1921 Dodge Brothers rear axle 


Plan Designed tor Main Floor Storage 


(Continued from page 24) 


to gain the necessary head room, but will 
also give a more pleasing showroom than 
would the lower ceiling. 


We have given the whole second floor 
over to service and the storage of a few 
cars in service, but have been obliged to 
use our imagination in assuming what 
lines of service you want to give. It may 
be that you could use part of this floor 
for storage, or it might be possible to 
eliminate the mezzanine floor and use 
the front 20 feet or so for offices and 
used car showroom, installing the parts 
stock here in the corner above the aces- 
sory store. 

We have suggested the use of a parts 
elevator connecting the accessory store, 
the parts stockroom and the shop. In 
this way the stock can be carried all in 
one place and the stock-keeper can fill 
orders from all the various departments. 


If you start right with a good floor plan 
you can adopt most any kind of construc- 
tion, using the material best suited and 
cheapest in your locality. 


We have suggested an elevator in this 
building instead of a ramp on account 
of the saving in space and because of the 
fact that there would not be a great 
amount of traffic between the first floor 
and second and between the first floor 
and basement. A double ramp serving 
the second floor and basement would con- 
sume considerable space and conse- 
quently cut down the amount of storage 
you would be able to handle on the first 
floor. We have left a little space in the 
back corner next to the alley for quick 
service and adjustment. This space, of 
course, could be filled with storage dur- 
ing rushes when all available space is 
needed. 
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Kerosene Smoke Will 
Detect the Leak 


Q@—We have a Master six 1925 Buick 
with a four passenger closed body. Ata 
speed of from forty to fifty miles per hour 
it fills the driver’s compartment with 
smoke. The smoke seems to come from 
the breather pipe, although the piston 
rings are in good condition and the oil 
pressure is correct, according to the oil 
gage on the dash.—Douglas & Williams, 
201 Fourth Street, San Bernardino, Calif. 

One suggestion for testing to see 
whether the smoke really comes from 
the breather pipe or not is to remove the 
cap of the breather pipe and fit a rubber 
hose to the pipe, clamped securely, and 
then run the hose out from under the 
hood. This would carry any fumes out- 
side of the car. You could then operate 
the car under the same circumstances 
which formerly gave the trouble and see 
if fumes again accumulate in the body. 
If the trouble is not at this point it is 
probably due to leakage in the exhaust 
line. This can be determined by squirt- 
ing kerosene into the air intake of the 
manifold which will cause dense smoke 
to come out of the exhaust. This will 
enable you to examine the exhaust line 
to see if there is leakage at any point. 
If there is it could be packed with as- 
bestos packing and held down if neces- 
sary with a metal clamp. 


Some Leakage Is Possible 


While you say the piston rings are in 
good condition, it is still possible that 
there is some leakage due to the rings 
being slightly loose in the groove. We 
have shown an illustration which gives 
an idea of how the gas could get by the 
piston rings, especially at the instant 
when the piston stops going up and 
starts on the down stroke. At this in- 
stant the direction of pressure reverses 
and the ring may for an instant be float- 
ing with about equal clearance at the 
upper and lower portion of the ring. A 
simple way to tell whether there is much 
leakage past the rings or not is to remove 
the breather pipe and use a roll of paper. 
The paper can be rolled up to form a 
tube about 2% in. in diameter and 3 ft. 
long. One end can be held at the 
breather pipe while you listen with one 
ear at the other end of the paper tube. 
With the engine operating you will be 
able to hear a hissing sound, if the 
rings are leaking. 





LUBRICATION STOPS THE RACKET 


Q.—An Auburn car, a model 6-66, has 
given us trouble with the clutch. It was 
all right idling, but as soon as you would 
speed up in low gear there was a noise 
as though something was cutting or like 
putting a piece of. tin on a revolving 
emery wheel. We removed the clutch 
cover and soaked the clutch facings with 
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kerosene and the noise was all gone. 
This also kept the clutch from grabbing. 
Was this advisable to do?—A Reader. 

Yes, the kerosene washes any gummy 
substance which may have accumulated 
on the clutch facing. At the same the 
kerosene probably penetrated between 
the clutch sleeve which fits on the 
splined shaft and the shaft itself. This 
may have been a rather tight fit and 
if this is the case it may require lubri- 
cation of this sort occasionally. The 
kerosene acted like penetrating oil and 
lubricated the surfaces so as to elimi- 
nate the grinding action. 


A FEW RUMORS ABOUT ROAMERS 


Q.—In what year was Roamer car No. 
15752 made?—Robert H. Ludington, 597% 
Dundas St., Woodstock, Ont., Canada. ° 

1918. 


Q.—State the bore and stroke of this 
engine. 


Four cylinder model was 4 by 6 and six 
cylinder model 3% by 5% there being 
another six cylinder model 334 by 5% in. 

Q.—What was the make of the clutch? 

Borg & Beck, in the four cylinder and 
in the 3% in. bore six cylinder car, while 
a Fuller clutch was used in the 3% in. 
bore, six cylinder car. 

Q.—What was the make of the axle? 

Hess. 

Q.—Is there an interchangeable balloon 
tire made to fit 34 by 4 straight side rim? 

We cannot find any semi-balloon tire 
suitable for this rim. Our recommenda- 
tion would be to change wheels or have 
the wheels cut down for smaller size 
rims in case balloon tires are to be used. 
Even if a balloon tire is located to go 
on the same rim it is so large that it 
reduces the fender clearance too much. 


Timing Valves and Ignition 
On a 1916 Hupmobile 


Q—Give instructions for timing the 
valves and ignition on a 1916 Hupmobile. 


—All Service Garage, Kenmore, Ohio. 
The intake valve opens on top dead 
center and the exhaust valve closes five 
degrees later. You can check the valve 
action by having a thin piece of paper 
between the valve stem and push rod. 
This paper will be pinched and held 
tightly if the valve is opened and will 
be released as soon as the valve closes. 
The ignition can be set to operate at 
the same instant with the lever in the 
retard position. If the Atwater-Kent 
open circuit type ignition is still used 
you can tell when it operates by the 
click in the distributer. If a closed 
circuit type has been installed you can 
tell when the points open by the ammeter 
reading dropping back to zero. 


SAVES A QUART EVERY 40 MILES 

Tell the men who have trouble with 
oil leaking through rear main bearings to 
look carefully at rear camshaft bearing. 
On a car that leaked oil from the fly- 
wheel housing I found that the camshaft 
bearing had a large oil cup to catch the 
splash oil and a large hole to feed the 
bearing. I drilled a hole indicated by 
the arrow in the enclosed sketch (Fig. 
101349) to prevent oil cup from filling 
and then wired a piece of felt into oil cup 
to regulate the flow. This saved one 
euart of oil every 40 miles—R. M. 
Jewett, Berkeley, Cal. 
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These Third Brush Kinks 
Are Worth Knowing 


Q.—Will you kindly answer the follow- 
ing questions in regard to generators? 
In case you have a third brush generator 
which is driven right hand and you wish 
to install an armature which has been 
wound for left hand rotation, is it suffi- 
cient to merely cross the main brush 
leads or is it necessary to install a dif- 
ferent brush rig and shift the position of 
the field coils one quarter turn? (This is 
a four pole generator.) 


If it is merely necessary to cross the 
main brush leads in order to change the 
direction of rotation of a third brush gen- 
erator, why does the Westinghouse Com- 
pany in their diagram of the No. 35 frame 
generator show a changed position of the 
third brush as well as a changed connec- 
tion of the field coils in order to effect a 


change in the direction of rotation? West 
Coast Reader. 


With a third brush generator there is 
a general rule that the field must always 
be connected from a main brush to the 
following third brush tracing in the di- 
rection of rotation. When this is done 
the shifting of the magnetic lines of force 
will be such as to weaken the field and 
give the necessary regulating effect. If 
the field is not properly connected then 
we have negative regulation. That is, at 
high speed the current will build up very 


rapidly, due to the shifting of the mag- 
netism. 


Different Problems Involved 


You are confusing change in rotation 
with maintenance of same rotation when 
armature is incorrectly connected. 

We are illustrating the difference by 
means of four diagrams showing a two 
pole generator. The principle would be 
the same however, with a four pole gen- 
erator. In the upper left hand illustra- 
tion which is marked “A” we have a 
machine in which the armature and field 
windings are such that it should be 
driven clockwise or right hand. You 
will notice that the upper field pole is 
south and the lower one is north. Now 
let us assume that we have an armature 
rewound and the rewinder connected it 
incorrectly, so that when put in genera- 
tor “A” it turned counter-clockwise or 
left hand If we should drive it in this 
direction it would fail to regulate and 
in a short time would burn up. The fact 
that it rotates left hand however, is due 
to two things. One is the direction of 
current through the armature wires and 
the other is the direction of magnetism 
Sent out by the field poles and the re- 
versal of either one will reverse the di- 
rection of rotation. 

Let us assume that we do not wish to 
80 to the expense of having the armature 
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Electrical Troubles 
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connected over again so that instead we 
reverse the magnetism of the field. This 
is done at generator “B” where the two 
ends of the field winding have been 
changed, the one that went to the posi- 


tive main brush being connected to the 


it is necessary to change the third brush 
position in order that we can follow the 
rule of connecting from a main brush to 
a third brush which follows when trac- 
ing in the direction of armature rotation. 
If we tried to use the brush position of 
A or B we would have to go against 
armature rotation instead of with it to 
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a different third brush position. 
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“4”Amature O. K. for clockwise rotation. “B”—Armature rewound for wrong 
rotation but used by reversing field connections. “C”—Reverse rotation requires 
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wrong, but operation is obtained by reversing field. 
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Armature of “C” has been connected 








third brush and the one that formerly 
went to the third brush being connected 
to the positive main brush. We now 
have had two reversals which means 
that we again have the same conditions 
we had in generator “A” with the main 
brush positive. As far as practical oper- 
ation is concerned generator “A” and 
“B” will work alike. You will notice 
that in each case the rotation is the same 
and in each case the shifting of the mag- 
netism is to the right or in the direction 
of rotation. 

Now we will refer to the lower left- 
hand illustration marked “C.” Here we 
have a machine which will turn left hand 
or counter-clockwise due to the fact that 
we have a reverse wound armature, or 
rather one which is connected in the re- 
verse manner. This is the case where 


connect up the second end of the field. 
In similar manner generator D has its 
armature wound in the opposite way 
from generator C and the field connec- 
tions are again reversed so as to pro- 
duce left hand rotation and still give 
regulation. 


ET 


Changing Generator Charging Rate 
Q.—How is the charging rate changed 
and where is the adjustment on the 

Bosch generator as used on 1925 Essex? 
A special wrench is used from the out- 
side of the generator. This turns a pin- 
ion which engages a rack which governs 
the position of the third brush. It is also 
possible to remove the commutator cover 
and force the rack one way or the other 
although it would be preferable to get 


a wrench from an authorized service 
station. 
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GOOD SELLING POINTS ARE 


Walden-W orcester set No. 309 


Walden Car Owners Set No. 5 


NE of the socket wrench sets pro- 

duced by Walden-Worcester, Inc., 
475 Shrewsbury, Worcester, Mass., is 
known as the Car Owners Set No. 5, 
which includes 5 socket wrenches con- 
tained in a canvas roll. There is 1 single 
end offset wrench, 1 L type, 2 double 
and offset type with 2 sockets each and 
1 double end offset wrench with 3 
sockets. ‘These wrenches are of the 
following sizes: %, ve, %, #%, %, %, t8, 
7% and 7% in. Weight, 4 lb. 15 oz. Price 
for set, $4.30. 


No. 309 Inter-Changeable Set 


CAR owner’s socket wrench set 

which offers a combination of tee 
handle, offset handle with swivel and 
nine popular sizes of sockets is being 
manufactured by Walden-Worcester, Inc., 
Worcester, Mass., and is known as No. 
309 Inter-Changeable Socket Wrench Set. 
It is furnished in a compact leather case 
with individual partitions for each socket 
and a pocket in back for the shank, han- 
dle and adapter. 


Ford Fan Pulley Pin 


PECIAL advantages are claimed for 

a Ford Fan Pulley Pin being manu- 
factured by the Hedeen Company, Brain- 
erd, Minn. It is said this pin can be 
slipped into place easily and conveniently 
spread slightly with a blunt tool. The 
end is tapered in such a manner that 
removal is accomplished by driving it 
out with a punch. List, 25 cents. Fur- 
nished in proper lengths for Ford models 
of any year. 
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Wright safety auto heater 





U. U. Rim Tool 


 wvedd emergency rim tool, which is 
* Asaid to effectively answer all purposes 
in changing balloon or high pressure 
tires on split rims is being manufactured 
by the Lamb K. M. Company, Chicopee 
Falls, Mass. The tool operates with a 
crank, weighs 3 1-16 lbs. and goes readily 
in the tool kit. Its capacity is for 33 
inch tires and under. The device is 
called the “U. U.,” or Usher Universal 
Rim tool and sells for $3.50. 


“Prestone,” an Anti-Freeze 


A CHEMICAL combination of glycerine 
and alcohol known as glycol or ethy- 
lene glycol is being marketed by the 
Carbide and Carbon Chemicals Corp. of 
New York City under the trade name of 
Prestone, as an anti-freeze solution for 
radiators. Due to the fact that this sub- 
stance is not just a mixture of glycerine 
and alcohol but is an actual chemical 
combination, it exhibits characteristics 
which it is claimed make it still more 
desirable as an anti-freeze compound. 
For example it is said to lower the freeze 
point farther than the same quantity of 
glycerine and alcohol. It is colorless and 
odorless, has a boiling point of 387 de- 
grees, Fahr., and a specific gravity of 
1.114. It is also said to have no harmful 
effect on materials used in the modern 
automobile finishes. A 60 per cent solu- 
tion gives a freezing point of 56 degrees 
below zero. The retail selling price 
usually is from $3 to $3.50 a gallon. 





Forkup system 


Wright Safety Auto Heater 


HE “Wright Safety Auto Heater” 

which is manufactured by the Lamb 
K. M. Co., Chicopee Falls, Mass., was de- 
signed as an aid to starting cold engines. 
This is an electric heater, which operates 
from 110 volts either A. C. or D. C. and 
is passed by the Underwriters’ Labora- 
tories, Inc. The radiator is 7% in. in 
diameter and the manufacturers state 
that it consumes 44, k. w. per hour. It 
is placed under the hood, against the 
side of the crankcase and the extension 
cord is connected to the lighting circuit. 
To insure the retension of heat the hood 
and radiator are covered with a blanket. 
Weight 5 lbs. 8 oz., list price $7.50. 


“Forkup” Oiling System 


EEDING chassis bearings of a Ford 

car or truck with a constant supply 
of oil without danger of the system run- 
ning dry is the object of the “Forkup” 
lubrication installation offered to the 
trade by the Rivett Lathe and Grinder 
Corp., Brighton district, Boston, Mass. 
The “Forkups” are oil cups, flushing 
while being filled and serving as reser- 
voir cups. They carry a two-weeks sup- 
ply of oil, performing lubrication serv- 
ice while the car is driven. With the 
outfit is furnished a “Forkan,” which is 
an oil can especially designed to fill the 
cups quickly. It is carried in a holder 
on the dash. In addition to the “Forkan’” 
and the 13 necessary “Forkups” each 
package includes all items required for 
the installation. 
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FOUND. IN THESE NEW ITEMS 


Pierce Automatic Choker 


AN automatic choker is being produced 

by the Pierce Governor Co., Ander- 
son, Ind. It is the Pierce Automatic 
Choker. This device combines a valve 
operated by an electrical connection with 
the starter and a valve operated by a 
thermostat in such a way that the air 
to the carbureter is always automatically 
controlled. It is claimed that hand 
choking is eliminated and that the device 
will automatically give the carbureter a 
proper amount of choke to start the 
engine regardless of weather conditions. 
The choker replaces the hot air pipe 
on the side of the engine. In the air 
passage of the choker are two dampers 
or butterfly valves. When the engine is 
cold, one valve is closed and the other 
open. The one that is open is operated 
by an electro-magnet, and is connected 
to the starter. This valve remains 
closed as long as the starter button is 
pressed. The other valve is controlled 
by a strip of thermostatic metal, the 
amount of opening being proportional to 
the temperature. At present the device 
is made only for Ford cars and retails 
at $6.50. 


Adiusto Thrust Bearings 


__—_ end play out of the crankshaft 
and transmission and taking jerk and 
chatter out of clutch and band are vir- 
tues of the Adjusto Thrust Bearing, ac- 
cording to its manufacturer, the Durham 
Adjusto Bearing Co., 9325 Grand :River 
ave., Detroit. It is for Fords, cars and 
trucks. Any repair man can make the 
installation without tearing down the 
transmission. ‘The price is $7.50. 





Pierce automatic choker 
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Adjusto thrust bearings 


March 4, 1926 


Folding Type Steering Wheel 


UALITY Manufacturing Co., Evans- 

ville, Ind., successors to the Evans- 
ville Steering Wheel Mfg. Co., is produc- 
ing a folding type steering wheel for use 
on Ford cars. The wheel is attached to 
the steering shaft on a swivel. When 
not in use it may be swung to the verti- 
cal position, permitting easy access to 
the car from the driver’s side. The com- 
pany distributes through jobbers. Price 
$3.75 each. 


Improved Perfex Radiator for Fords 


ECENT improvements in the Perfex 
Radiator for Fords, made by the 
Racine Radiator Company, Racine, Wis., 
are declared by the makers to have 
added to that unit’s efficiency. The later 
designs have five copper rivets holding 
the inlet casting in place, which also, 
being solder-seated, makes a strong air 
and water tight joint. The bottom tank 
is made of extra heavy seamless drawn 
brass reinforced with heavy gage brass 
plates wherever necessary. 


Husky Stock and Display Cabinet 


USKY Wrench Co., Milwaukee, Wis., 

has brought out a new cabinet for 
use in displaying the company’s com- 
plete line of Standard Socket Wrenches. 
Several additions to the line are in- 
cluded in the display—a heavy duty rat- 
chet 20 inches long of strong and com- 
pact design; two sizes of Speeders with 
up-set forged and milled ends and swivel 
grips; a complete line of square sockets 
ranging from % in. to 1 in. square; four 
additional large hex sockets from 14% 
in. to 2% in. for heavy duty set. The 
cabinet is finished in three colors and 
designed for sales of dealers to garage 
mechanics and car owners. It is said the 
cabinet will care for any socket wrench 
need. Socket tables and a complete list 
of car-owner sets for any make of car 
are shown on the cover. 
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DUST DISCHARGED 
UNDER PRESSURE. 





CLEAN AIR 
TO CARBURETOR 








Handy air cleaner 


Handy Air Cleaner 


T= Handy Air Cleaner, a product of 

the Handy Cleaner Corp., Detroit, 
Mich., is attached to the air intake on 
the carburetor and separates the dust 
from the air centrifugally. The vanes 
at the entrance of the cleaner are de- 
signed to give a rapid whirling motion 
to the air, separating the dust, which is 
discharged at the bottom and the clean 
air is reversed in its direction and passed 
down the stand pipe in the center of 
the cleaner, to the engine. The manu- 
facturers state that it operates efficiently 
at high or low speeds and that it does 
not effect the operation or proper func- 
tioning of the carburetor. It is being 
made in various sizes and proper fittings 
to fit nearly all models of cars and it 
is claimed, the installation in most cases, 
can be made in 15 minutes. 


Auto Safety Driving Shield 


EATURES of the Auto Safety Driving 

Shield, made by the Auto Safety Shield 
Corp., Keokuk, Iowa, make it possible to 
quickly cut off the blinding glare from 
the lights of another automobile. The 
shield fastens to the top of the wind- 
shield, a ball and socket joint permitting 
the driver to turn it in any direction. 
The green or ruby Pyralin disc used in 
this shield is said to be unbreakable. 
While it eliminates glare it allows a clear 
view of the approaching car. The price 
is $3.65 for the enamel finished unit 
and $4.65 for the nickel plated shield. 
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Keeping Up With Flat Rate Service 


Edited By B. M. Ikert Things That Help Flat Rate 


Trouble Analysis Helps Flat Rate 
4 CAN do the job in record time, all 





right,” said one mechanic. “And 

make money at it, too,” he contin- 
ued. “But where I lose out is in not 
knowing just what job to do.” 

That is the weak point in many a job 
and in many a shop. The owner of the 
car gives the wrong information or does 
not know what is wrong and the shop 
foreman or mechanic in many cases does 
not have a systematic method of testing. 
This is particularly true in cases where 
the engine power is not right or the 
engine misses. 

Such cases usually involve ignition 
trouble, carburetor trouble or some 
condition in the engine which affects 
timing or compression and the average 
man does not have any particular sys- ———— L/P : 
tem of determining the class of trouble — sanecae een ; : LNs ‘em 
involved. A chart showing a systematic oe | es 
procedure to follow was published at one 
time in Motor AcE and this with other 
charts has been reproduced in A. H. | - — _— 

Packer’s new book, “Electrical Trouble Straightening Frames Without Removal from Car 
Shooting on the Motor Car,” this book 
summing up most of the helpful trouble At the repair shop of the Chandler Cleveland Company in San Francisco a portable 


shooting information which has appeared I-beam and a jack are used in straightening frames without removing the frame from 
for several years in the Bill Fixit arti- the car. A jack is attached to the flange of a long I-beam in such a manner that the 
cles. The book is published by A. H jack slides easily along the flange enabling it to be quickly moved to any part of the 


‘ rame that it is desired to straighten. The I-beam is supported at the ends on an adjust- 

Packer, 8115% Harper Avenue, Chicago, le frame carried on casters pore makes the een portable. For ye 

Til. a frame the I-beam is moved alongside the car and chains are used for securely attach 
One of the mean jobs in connection ing the I-beam to the frame. Then the operator applys pressure to the jack. 

with motor car service work is in getting 

men who can handle all phases of auto- contact. Even where mechanical work tirely get away from the electrical part. 

mobile service with which they come in only is handled it is impossible to en- Cylinder blocks may be refinished and 


new pistons and rings installed. Then 
the job may not hit evenly and the cus- 
tomer will say “It was all right before, 


FLAT RATES what did you do to it?” And it is up 


to the shop foreman to find out whether 

































































for the carburetor or ignition is at fault and 
CLEVELAND BRAKE OPERATIONS a 
eye. 
Cont.t Where there are several men in the 
* . 
shop it is well to get together one hour 
Motor Age’s Flat Rate Forum No. 54 a week, say some morning when things 
Manufacturers’ - are slack and before the jobs start to 
et reiiin siesta , — Ov. _" St come in. With the aid of a good ae 
898 Renew bent or broken brake ro ¥, n el i i wor 
899 Renew one brake band assembly 4 R&R i ° 1 " 1 ° on electrical trouble shooting the 
900 Renew one brake band assembly C&D %4% “4% could be taken up systematically and the 
901 Renew brake carrier disc assembly (one) R&R... 24% 2Y. : 
902 Renew brake carrier disc assembly (one) C&D... Bi Be questions at the end of each chapter 
oes Bonew eeuioe anchor pin R&R 2% 2% 2% could be used to sum up the knowledge 
enew brake anchor pin C&D YY, VW WV 
905 Renew brake anchor pin guide R & R " 21, 21, of the men and see how thoroughly each 
906 Renew brake anchor pin guide c& D % i 14 one knew the subject for that week. 
907 Renew front wheel brake connecting rod R&R... 5K 54 
908 Renew front wheel brake carrier bushing R&R... 1% 1% auuue 
4 eam a — brake carrier bushing...........-.. C&D... % wy 
1 enew brake band lever R & R y, y, y, 
911 _—— es band lever C&D PA VY Ve Get Together 
912 enew brake band adjusting spring R & R — ™ 
4 wend brake band adjusting spring C&D + rt rt In order to get a smooth running oe 
enew brake band adjusting yoke R&R Y, ¥, , izati entia 
915 Renew brake band adjusting yoke C&D 1 VY A ganization there is nothing so ess 
= pono er no eye bolt R&R % % % as a regular get together of the per- 
enew brake guide eye bolt C&D 1% 1% % * . . * 
018 Renew front wheel brake operating mechanism sons engaged in the institution. : it = 
(one side) R R 2% 2% been our observation that institutions 
*Ov.—Overhead; Sp.—Special; St.—Standard. promoting such meetings are the ones 
7Continued from Feb. 25 issue. that have little labor turn-over, get all 


there is out of flat rate and piece work 
- a a . — | and make profits. 
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EDITORIAL, 


Don’t Save Them Up . 


EK HEARD of a dealer recently who appeared to 
\) be saving up all the used cars he could get hold 


of until spring when he expected the motor mad 
public to come along and take them away from him. In 
other words, this dealer was making no effort to sell used 
cars now in the closing weeks of winter because he ex- 
pected them to sell so much easier in the spring. 


Needless to say he will be one of those dealers who will 
have a “used car problem” this spring. He will be among 
those who shout, “I could make money if it were not for 
the used cars,” 


The price of success in solving the used car problem is 
to be everlastingly selling. Never let up. Never keep them 
a minute longer than is absolutely necessary. Move them 
out, for if you sell any new cars there will be plenty more 
used ones coming in to take the place of those for which 
you may form an inseparable attachment if you let them 
hang around too long. 


No use hoarding used cars. There are plenty more 
where these came from. The supply is inexhaustible. 
You won’t have any trouble getting enough used cars to 
supply your trade in the spring. 


Get Set for This Business 


OMETHING more than a year ago we began to 
S hear predictions that the farmer was looking 

forward to better things financially and that he 
should gradually enter into the picture of automotive 
buying on an enlarging scale. Developments have 
upheld these prophesies. While farmer buying still 
has quite a march before it reaches the high tide of 
importance agricultural conditions have been steadily 
and consistently toning up and the farmer’s position 
has been improving apace. 


In the latter part of 1925 he came into the auto- 
motive market in a manner that the trade distinctively 
felt and now, according to the recent expression of a 
large automobile manufacturer the “farmer is just be- 
ginning really to buy cars.” When money from this 
year’s crops begins to come in this producer predicts 
that the farmer will be back in the market “in earnest.” 

This is going to be a year !n which it will pay the 
automotive merchant to cultivate the rural customer. 
Pre-planting time conditions in agricultural regions 
are generally. good. Winter wheat, always more or less 
a question at this season, is very promising. While 
the winter wheat acreage in one or two states is below 
the average reports are that moisture in the form of 
rain or snow has come with sufficient abundance to 
boost the plant along for the next thirty or forty-five 
days, which should put it in good condition in prac- 
tically all areas. This same moisture in the soil will 
be of great value to general spring planting. 


It is a pretty picture for the farmer and a pretty 
Picture for industries doing business with the farmer. 
It really looks like the farmer will buy more cars and 
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other automotive products this year than last and that 
after harvest he will be buying “in earnest.” Even 
on the basis of crop yields no greater than average it 
would seem that he is bound to increase his automotive 
purchases. 

With such an outlook the farmer will be a good time- 
sale prospect throughout the year. Find the farmer 
who is optimistic and sell him. 


ee 


He Knew How to Sell 


N a certain community a new dealer established 
| himself some months ago, selling a popular line 

of automobiles. Now he is gone and another pro- 
prietor is undertaking to resurrect the business from 
the wreckage that smothered it. 

The story is an interesting one—and one that teaches 
a lesson. When the new dealer opened up his prospects 
were excellent. He was in a good community and he 
had a line of cars that was, and still is, in good standing 
with the public. He was ambitious and apparently 
determined to make a big success. 

New cars of the make sold by this dealer soon 
appeared in increasing numbers on the streets of the 
community. And the dealer got a reputation as a 
liberal trader. The public began to seek him out, and 
in a great many cases the man trying to sell his old 
car succeeded in getting for it a pretty good equity 
in a new 





Dealers in the community who were suffering from 
this sort of competition went to the new dealer in a 
spirit of helpfulness and cooperation and undertook 
to point out to him the business mistake he was making. 
He refused to listen. 


“I know how to sell cars and watch me sell them!” 
was his defiant reply. 


He sold them, and he also bought them until finally 
the sheriff removed him from this unfair sort of com- 
petition that had been so harmful to his neighbors 
while in the process of bankrupting him. 


Sell “Spring Overhaul” 
[ist is near at hand for the automotive estab- 


lishment again to cash-in on spring overhaul 

business. Tradesmen who make the best of 
this opportunity will plan early in the game. It is well 
to remember that maintenance is a commodity that 
must be merchandised the same as cars and accessories. 
If there is a point of merchandising on which the trade 
at large is weak it is with respect to the work of the shop. 
Only a small part of this potential business will come 
to the shop without special effort to develop it. Let’s 
make the shop pay a profit this year and “sell” main- 
tenance. A good time to begin is with spring overhaul 
jobs, Plan early and get busy. 
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OUTPUT CONTINUES TO EXPAND 





N.A.C.C. Sends Field Man 
On First of World Trips 


Walton Schmidt Leaves to 
Preach ‘‘Car for Every 
Family” Over All Globe 





NEW YORK, Feb. 27.—Departure of 
Walton Schmidt, field representative of 
the N. A. C. C., on a round-the-world 
automobile good will tour marks the 
first of three similar trips planned by 
the chamber in the interests of spread- 
ing the gospel of “a car for every family” 
throughout the world. 

Export of 557,425 American cars and 
trucks last year, an increase of 47.7 per 
cent over 1924, and the proceedings of 
the Second World Motor Transport Con- 
gress in New York during the National 
Automobile Show, have aroused Amer- 
ican car manufacturers to a keener sense 
of their large market opportunities in 
other countries, and have multiplied the 
requests by foreign automotive interests 
for production and merchandising in- 
formation and guidance from the United 
States. 


The result is N. A. C. C. world-wide 
program for educating the peoples of 
other lands in the value of automotive 
transportation as well as for enhancing 
the sale of American cars throughout the 
world. 


Many American car manufacturing ex- 
ecutives have visited Europe to study 
markets but far fewer have studied the 
aaltomotive stiuation in Asia, Africa and 
Australia, which are included in Mr. 
Schmidt’s tour. Manufacturers through 
direct contact with European markets 
realize that they will have to fight for 
everything they get in that field, and this 
is regarded as an additional reason for 
doing their utmost to open markets to 
the American car in other parts of the 
world. 


Chrysler Delivers 1,000 


DETROIT, Feb. 27.—Since the intro- 
duction of the Chrysler Imperial “80” 
to the motoring public little more than a 
month ago, 1,000 have been delivered to 
owners by Chrysler distributors and 
dealers, it was announced at the factory 
today. The sales represent a value of 
more than $3,000,000 it was said. 


Hirsch Rejoins Smith Co. 

MILWAUKEE, Feb. 27.—Erwin Hirsch, 
one of the oldest Hudson salesmen in 
Milwaukee county after an absence of 
four months has returned to the Jesse A. 
Smith Auto Co., Hudson-Essex dis- 
tributor, as a member of the sales force. 
Mr. Hirsch orginally joined the Hudson 
organization in 1915 remaining with them 
for eleven years, returning now after a 
four-month experience in other work. 
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February Sets Nash Record 


KENOSHA, Wis., March 1.—February, 
the shortest month of the year, was the 
greatest month in the history of the Nash 
Motors Company, according to E. H. 
McCarty, general sales manager of the 
company. Production of the Nash-built 
Ajax Six also reached a new high record 
during February. The total output of the 
Nash-Ajax plants during the 24 working 
days was 13,800 cars. Nash alone out- 
stripped its previous record month, 
August, 1925, by a margin of several 
hundred cars. Mr. McCarty also pointed 
out that February was the 18th consecu- 
tive month Nash sales have surpassed 
the record set by corresponding months 
of the previous year—with the exception 
of November, 1925, when production was 
arbitrarily halted to bring the new 
“enclosed car” motor into manufacture. 


Ford Prices Compared 


DETROIT, March 1.—The extent of 
the reductions in price of Ford cars in 
the last 6 years are shown by the fol- 
lowing comparison of today’s prices with 
those of 1920, both F. O. B. Detroit: 


Touring 2-Door 
Car Runabout Sedan Coupe 
Mar., 1920....$575 $550 $975 $850 
ES 310 290 520 500 
Total 
reduction in 
6 years........ $265 $260 $455 $350 


The Fordor sedan was brought out in 
1922 at $725 and shows a reduction of 
$160 since that time. 


Anco En sient obber 
From Selling Product 


CHICAGO, Feb. 27.—A consent decree 
was entered in the circuit court of Cook 
County by the Western Auto Supply 
Company, a jobber, defendant in the suit, 
with the Anderson Company, manufac- 
turer of automotive supplies, the plain- 
tiff, whereby the Western Auto Supply 
Company is enjoined from representing 
that it has bought or is buying Anco 
timers from the complainant. 


The action was brought by the Ander- 
son company of Gary Ind., claiming that 
the Western Auto Supply Co. had been 
advertising for sale Anco timers when 
it had not a sufficient stock of the timers 
on hand to supply the trade. The de- 
fendant in the action consented to the 
injunction decree which includes the fol- 
lowing provisions: 

That the Western Auto Supply Co. 
shall not represent to persons ordering 
Anco timers from it that it is temporarily 
out of the product, that it shall not dis- 
tribute advertising matter offering the 
timers for sale, without stating that it 
has not yet bought the timers from the 
Anderson Company. The injunction is 
perpetual. 





Factories Expect to Build 
17,000 Cars Daily Soon 


Accessory Men Report Heavy 
Sale of Products Usually 
Classified as Luxuries 


NEW YORK, Mar. 2.—The slow but 
steady expansion of automotive produc- 
tion continued last week, while sales 
were on a satisfactory level for the 
season of year. The high rate of present 
and prospective quantity output of mo- 
tor vehicles can be gaged from the state- 
ment that if current plans are kept un- 
changed for the next two weeks, there 
will be at least six and probably seven 
automobile companies producing more 
than 1,000 vehicles a day, the whole 
group turning out about 17,000 daily. 


This production is based on the ex- 
pectation that there will be a normal 
spring peak in automobile buying. If 
any general industrial conditions should 
cause sales to remain stationary or fall 
off during the next two months, drastic 
curtailment would of course be neces- 
sary at the factories. But there seems 
no reason not to expect normal sales. 

The tax reduction in the new revenue 
bill, both as it directly affects automo- 
biles, trucks, parts, tires and accessories, 
and as it indirectly affects the market 
through the greater purchasing power 
of the public, is regarded as a most 
favorable development for the industry. 

Accessory manufacturers are report- 
ing increased sales of devices which are 
almost exclusively for ornament and by 
no means necessary to the running of 
the car, which is taken to mean a sur- 
plus of funds available for purchase of 
automotive products. 


Export conditions are improving 
daily and it is reasonable to believe that 
half again as many cars will be sold in 
overseas territory in 1926 as in 1925. 


Chevrolet Output Gains 

DETROIT, March 1.—Chevrolet this 
month will produce 57,500 passenger 
cars and trucks, W. S. Knudsen, presi- 
dent and general manager said today. 
This number is 14,000 greater than for 
March, 1924. It will be the largest num- 
ber of modern three-speed gear shift cars 
built in a single month by any modern 
manufacturer. March production follows 
the high output which Chevrolet has 
maintained in January and February, 
when production was 44,000 and 51,000 
respectively. Day and night shifts at 
the factory are now turning out motors 
at the rate of 135 per hour. Paige- 
Jewett output for the first six months of 
the year will total 45,024 cars, it was 
announced at the factory today. ‘This 
will be divided into 20,934 Jewetts and 
24,090 Paiges. 
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AUTOMOBILE TAX IS REDUCED 





President Signs Bill to 
Remove All Truck Excise 


Rebate Provisions Protect 
Dealers When New Law 
Takes Effect in 30 Days 


NEW YORK, Mar. 3.—When President 
Coolidge, at 10:22 A. M. on Feb. 26, 
signed the tax bill all war excise taxes 
on commercial automobiles, tires, parts, 
accessories, and the occupational tax on 
commercial vehicles for hire were re- 
moved, and the tax on passenger cars 
was reduced from 5 to 3 per cent. 

The report in some newspapers that 
the truck tax was not removed was 
erroneous. While the occupational tax 
on commercial vehicles for hire is re- 
moved, the bus and the taxicab remain 
under the passenger car section of the 
new law and are therefore still subject 
to the 3 per cent war excise tax. 


Using the figures for th fiscal year 
1925 as a basis, total savings to the 
automotive industry under the new law 
are estimated at $70,066,891. The 1925 
fiscal year total federal tax on passenger 
cars was $94,141,549.20. Two-fifths of 
this, representing the tax reduction on 
passenger cars, is $37,656,619.68. War 
excise taxes on other classes in fiscal 
year 1925, now wholly removed, were: 
commercial vehicles $7,807,811.16, parts, 
tires and accessories $22,737,384.85, com- 
mercial vehicles for hire (occupational 
tax) $1,865,075.43. 


If to the total estimated saving, 
$70,066,891, is added the $6,000,000 which, 
according to C. A. Vane, general manager 
of the N. A. D. A., will be saved by deal- 
ers through the refund provision of the 
law, the total saving to the industry will 
be $76,066,891. This is 19.6 per cent of 
the total tax reductions in the new law. 

These figures, of course, represent con- 
servative estimates, since they are based 
on the fiscal and not the calendar year 
1925, a fact which helps to explain the 
discrepancy between these estimates and 
the larger figures reported in the press. 

There has been considerable misun- 
derstanding in the trade as to the pas- 
senger car tax refund provision and the 
further provision that the 2 per cent 
reduction in this class will not become 
effective until 30 days after the enact- 
ment of the law. Section 1204 of the 
law means that on all passenger cars 
in dealer stocks 30 days after Feb. 26— 
that is, on March 29—on which cars 
the former 5 per cent tax has been paid 
or is payable to the Government (regard- 
less of when such cars were purchased 
by the dealer) the manufacturer may take 
a credit for two-fifths (the amount of 
the 2 per cent reduction) of the total 
tax paid or payable. When this credit or 
refund is allowed by the Government to 
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the manufacturer it must be passed on 
by him to the dealer under penalty of 
creating a liability for three times the 
amount of the credit withheld. 


The fact that the law contains a pro- 
vision to the effect that the passenger 
car tax reduction shall not be effective 
until 30 days after the law’s enactment 
means that prospective buyers of cars 
are not entitled to 2 per cent reduction 
in the delivered price until March 29. 

There are exceptions to that state- 
ment, of course. Buyers of Hudson, 
Essex and Dodge Brothers cars during 
the 30 days period are entitled to the 2 
per cent differential because the manu- 
facturers of those cars, on the day the 
bill was signed, announced that prices, 
to the extent of the 2 per cent reduc- 
tion, would be cut immediately without 
waiting for the expiration of the thirty 
days. 

It will be recalled that as part of their 
campaign against the war excise taxes 
presidents of companies manufacturing 
55 makes of passenger cars filed with 
the House Ways and Means Committee 
letters pledging themselves to pass on 


_to the public the full extent of any re- 


duction in the passenger car tax. 


Figuring the average retail car price 
as $825 the elimination of the whole 5 per 
cent on the wholesale value would have 
meant an average saving to the con- 
sumer of $29 on every car bought. On 
this same basis the 2 per cent reduction 
means an average saving of $11.60 on 
every car bought by the consumer. This 
does not mean, of course, that f. o. b. 
prices will be reduced an average of 
$11.60 but that the delivered price, under 
the pledge to pass the reduction on to 
the public, should show that average 
amount of decrease. 


The dealer has paid the tax on cars 
billed to him wholesale plus the tax and 
has collected the amount of the tax from 
the buyer by adding it to the f. o. b. 
price as part of the delivered price. The 
amount representing the tax has been 
included with the handling charge since 
it is obvious that if it were stated 
separately a little computation would 
enable anyone to figure the amount of 
the dealer’s discount. 


The N. A. D. A. estimates that under 
the old 5 per cent tax about $20,000,000 
fluid capital was required by the dealer 
to handle these tax transactions from 
shipping platform to buyer. The 2 per 
cent reduction, on this basis, therefore 
indicates a saving to the dealer of about 
$8,000,000 in the fluid capital so required. 
But it is probably more accurate to esti- 
mate this amount as lower, because in 
many cases during the 30-day period 
dealers will probably absorb the 2 per 
cent loss in order to make the sale. 

Complete removal of the 2 per cent 
truck tax and the 2% per cent tax on 
tires, parts and accessories does not 


present to those branches of the industry 


such complexities as are involved in the 
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passenger car refund and 30-day pro- 
visions. These eliminations were effec- 
tive at 10:22 a. m. Feb. 26, when the 
President signed the bill. Congress in 
1924 exempted from taxation truck 
chassis with a wholesale value of $1,000 
and bodies under $200, thereby reducing 
taxes in the truck class $3,702,751 to 
$7,807,811. In 1924 Congress also re- 
duced the tax on parts, accessories and 
tires from five to 2% per cent, a decrease 
of $10,896,224 to $22,737,384 in 1925. 

Tire, parts and accessories manufac- 
turers and dealers, unlike the car mak- 
ers, are under no obligation to pass the 
removal of the 2% per cent reduction on 
to the public; nor under the differing 
trade conditions in these branches; nor 
under the differing trade conditions in 
these branches would this be consid- 
ered good business as a general rule. 
Many parts and accessories men, for in- 
stance, who do business on smal profit 
margins will regard the tax reduction 
under a policy of maintaining present 
prices as something in the nature of a 
moderate windfall; and others will be 
justified in using the additional profit 
to strengthen their business. 

The present 2 per cent reduction is 
the first amelioration extended to the 
passenger car buyer since automobile 
excise taxes were first imposed, the de- 
creases in revenue from this source, from 
$112,870,536 in 1924 to $94,141,549 in 1925 
reflecting lower list prices and not tax 
reduction. 


—_—— 


Miles to Go Abroad 


NEW YORK, Feb. 27.—Sam A. Miles, 
manager of the show department of the 
N. A. C. C., sails for Europe March 20 
to join Mrs. Miles, who is now on a 
Mediterranean cruise. Together they will 
make an automobile tour of France. 


Ditzler Announces Promotions 


DETROIT, Feb. 27.—E. R. Hoag, presi- 
dent of Ditzler Color Co., announces that 
Kirke W. Connor, formerly secretary and 
director of sales, is now secretary and 
director of engineering. Lawrence Du 
Bey, formerly factory manager, has been 
elected to the board and will serve as 
director of research and manufacture. 
Neil A. Fleming has been promoted from 
assistant sales manager to sales and ad- 
vertising manager, and Ernest Hum- 
mitch has been promoted from office 
manager to assistant sales and advertis- 
ing manager, with L. A. Carter succeed- 
ing Mr. Hummitch as office manager. 





Opens New Paint Shop 


KENOSHA, Wis., Feb. 27.—Smith Auto 
Paint Shop of 810 Superior street has 
opened its new $15,000 automobile paint- 
ing shop and has commenced operations. 
The plant is equipped with a special 
paint removing equipment and a number 
of individual booths where air pressure 
sprays are operated. 
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Ford to Build Huge Dam 
For Cloth Making Plant 


Project Will Form Lake in 
Huron River to Generate 
4,500 Horsepower 


DETROIT, Feb. 27.—The Ford Motor 
Company will begin work April 15 on a 
huge power dam in the Huron River 
south of Ypsilanti that will create a five- 
mile lake and change the landscape of 
Ypsilanti township between Ypsilanti 
and Rawsonville, it became known here 
today. 

At the dam a hydro-electric power 
plant and auxiliary power plant will 
be erected to operate a _ $3,000,000 
factory for the manufacture of all 
upholstery cloth and head linings used 
in the manufacture of Ford cars. Last 
year the total amount of upholstery cloth 
used amounted to $2,225,509. The total 
amount of cloth used amounted to $3,- 
947,855. 

The upholstery cloth and linings will 
be made directly from the raw wool at 
the new factory. The company now 
buys most of its cloth from the New 
England states. The site of the new 
factory is in the center of the wool map 
of Michigan. 

The factory will be in two units each 
measuring 350x1,000 feet. The buildings 
will be completed within two years. The 
ground necessary for the operations 
covers 1,705 acres and was bought for 
a price approximating $600,000. 

In preparation for the creation of the 
five-mile lake in which water will be 
backed up nearly to Ypsilanti 1,000,000 
ft. of lumber have been cut in the Huron 
river valley, including 150,000 ft. of black 
walnut. The dam and hydro-electric 
power plant will create 4,500 horse 
power for eight hours a day. The dam, 
34 feet high, will be the largest in the 
Huron river. The lake will be from one- 
half to three-fourths of a mile wide. 


Metzger Elected Director 


NEW YORK, Feb. 25.—William E. 
Metzger, chairman of the insurance com- 
mittee and a director of the N. A. C. C., 
has been elected to the board of directors 
of the Federal Motor Truck Co. One of 
the first automobile distributors in the 
country, Mr. Metzger has grown up with 
the industry and has served several of 
the larger companies in various capaci- 
ties. 


ee 


Teel Sells Franklin Franchise 


SYRACUSE, N. Y., Feb. 27.—H. W. 
Quirt, assistant advertising manager for 
the Franklin Automobile Co., announces 
that S. A. Teel, Franklin and Reo dis- 
tributor in Easton, Pa., has disposed of 
his interest to his manager, George B. 
Reagle. Although Mr. Teel is retiring 
from business, he will continue to super- 
vise his Franklin~- service station at 
Bangor, Pa. 
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“Bronc Peeler’ Buys 


Town Car 


ST. LOUIS, Feb. 27.—A Packard 
straight-eight cabriolet town car 
was bought of the Berry Motor Car 
Co, Packard distributor in St. 
Louis, last week by “Hackamore 
Ed” Walby, champion “broncho 
peeler” of Buena Vista, Colo. 
Walby is connected with the Alpine 
Lodge for Boys, a summer vaca- 
tion outing resort, and was in St. 
Louis in connection with the Wom- 
en’s National Exposition. He left 
St. Louis for Colorado in the Pack- 
ard accompanied by his two dogs. 











Opens Time Repair Shop 

ST. LOUIS, Feb. 27.—The Credit Auto 
Repair Co., 2907-09 Washington Boule- 
vard, has been incorporated to repair 
automobiles on the time payment plan. 
Phillip Hershfelt is manager of the com- 
pany. It is planned to open branches in 
several parts of the city. . 


Charlotte Car Display 


Week Proves Success 


CHARLOTTE, N. C., Feb. 27.—Char- 
lotte’s automobile display week proved 
much more successful than the Charlotte 
Automotive Merchants’ Association had 
anticipated, according to expressions of 
members at the meeting when reports 
were submitted, showing that 120 cars 
were sold and that 32,000 persons visited 
the establishments of the 17 dealers par- 
ticipating. 

A large volume of sales of other auto- 
motive merchandise in the course of the 
display week also was reported. 

The association adopted a resolution 
expressing its appreciation for the efforts 
of the advertising committee, J. E. Tay- 
lor, Thomas T. Ruth and George 
Wilson. O. T. Stewart prepared the adver- 
tising and publicity copy, which was car- 
ried in the leading daily newspapers of 
North Carolina and South Carolina. 

The display week probably will be 
held annually hereafter, as the partici- 
pating dealers declared its results were 
far more satisfactory than were the au- 
tomobile shows, held in a central loca- 
tion, of previous years. 





Federal Has Seattle Branch 

PORTLAND, Ore., Feb. 27.—Carrying 
out its policy of expansion in the Pacific 
Coast territory, the Federal Motor 
Truck Company has opened a large 
branch in Seattle known as the Federal 
Motor Truck Sales Company. The new 
branch is under the management of 
Elmer H. Johnson. The branch is a 
fully equipped sales and service estab- 
lishment and gives the Seattle truck 
owners the same service facilities as are 
furnished in all Pacific Coast cities, and 
was established soon after the survey of 
this territory conducted by Thomas M. 
Ray, vice-president. 


Hartford Show Blossoms 
Into Big Cherry Orchard 


Sales Good and Less Crowded 
Condition Makes for Addi- 
tional Attendance 


HARTFORD, Conn., Feb. 27.—Hart- 
ford’s nineteenth annual motor car show 
blossomed forth into reality with the in- 
terior of the immense drill shed of the 
169th Infantry an immense cherry or- 
chard. The floor covering in each space 
was green and the spring time aspect 
was quite compelling. The show com- 
mittee decided to derive full benefit from 
an earlier opening than in former years 
and the attendance suggested the wise- 
ness of that course. 

Thirty-seven makes of passenger cars, 
and most of them of the closed variety 
were displayed by 31 dealers, members 
of the Hartford Automobile Dealers’ As- 
sociation. The association imported a 
decorator from Cohoes, N. Y., to put on 
the show decorations. 

Individual spaces were well cared for, 
each dealer putting less in those models 
showing to the best advantage. There 
was ample room in each space to get 
about and view cars from every angle. 
There was less crowding than in former 
years and the situation was materially 
improved by segregating the accessory 
exhibits. 

Stutz and Pontiac were the new cars 
of the show. Several sales of the new 
models were made this week. 

Pontiac was a drawing card. A real 
Indian, a member of the Mohican tribe 
in New London country was in atten- 
dance wearing his chief’s regalia and 
looked the part. 


Grand Prix Entries Are 


Closed With Six Signed 


PARIS, Feb. 17.—(By Mail)—Entries 
for the French Grand Prix race to be held 
at Miramas next June, closed last night 
at ordinary fees with only six cars in- 
scribed. They are three Sima Violets, 
with four-cylinder two-stroke engines 
and three straight-eight Darracqs to be 
driven by Segrave, Divo and Masetti. 
Entries are received until the end of 
April on payment of double fees of $400 
per car. 


This is the first time in history that 
the leading French race has failed to 
secure entries. Under the rules the 
club is obliged to hold the race what- 
ever the number of cars, for $4,200 in 
prize money is at stake. 


The failure to secure entries almost 
constitutes a boycott of the French race. 
It is known that the following firms have 
1500 cc. cars in construction and suffi- 
ciently advanced to be ready for a June 
race: Bugatti, Fiat, Itala, O. M., Delage, 
Eldridge, and Guyot. For various reasons 
these seven makers have refused to enter. 


Motor Age 
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Chicago February Sales 
Gain More Than January 


Used Car Stocks Reduced by 
Spring Weather Despite 
Unusual New Volume 


CHICAGO, March 1.—An even greater 
gain in the volume of new cars sold as 
compared to last year is registered in 
February in the Chicago territory than 
in January. January this year doubled 
the same month last year, most dealers 
and distributors reported, and February 
marked up a gain over January. 

One distributor reported January was 
12 times better than January of 1925, and 
that February would show a still larger 
figure. 

Spring weather has greatly aided the 
sale of used car and stocks are reported 
scarcely more than normal, despite the 
unusual February volume of new cars 
sold. A distributor in the $3,000 car 
class has inaugurated a system whereby 
the valuation placed upon a used car 
by the head of the used car department 
cannot be changed even by the branch 
manager. This system has done much 
to enforce the placing of a proper value 
upon trade-ins by that company. 

Most distributors report February sales 
were ahead of January from 20 to 35 
per cent. The volume is at least double 
February a year ago, and no trouble has 
as yet been experienced with repos- 
sessions. 

General business conditions are excel- 
lent with building showing a decided gain 
and general employment conditions at 
least normal. 


Seattle Olds Expands 

SEATTLE, Feb. 27. — Construction 
work is under way on a large addition 
to the Oldsmobile Motor Company of 
Seattle, and will probably be ready for 
occupancy by April 1, it was announced 
by A. R. Tyson, president of the firm. 
The addition will practically double the 
sales and service facilities of the con- 
cern. The new salesroom will be 60 
by 100 feet in area. Mr. Tyson predicts 
that the 1926 business will surpass that 
of 1925 by at least 50 per cent, and that 
February of this year will be the largest 
month in point of sales in the history 
of the Seattle organization. 
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J. F. McEwen Joins Nash 

MILWAUKEE, Feb. 27.—John F. Mc- 
Ewen, formerly wholesale sales manager 
for the Milwaukee branch of Willys- 
Overland has been appointed to fill a 
Similar position, newly created by the 
Nash Sales Co., Nash-Ajax distributor 
In Wisconsin and upper Michigan. Mr. 
McEwen will work very closely with M. 
W. Libhart, vice-president and general 
manager of the Nash Sales Co., who in 
the past has devoted much of his time 
to wholesale sales promotion. C. A. Best 
has been promoted to managership of 
the wholesale sales department of Willys- 
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Overland factory branch succeeding Mr. 
McEwen. Mr. Best was formerly sales 
promotion manager. This position is 
now held by N. H. Pearson, who has 
been associate automobile editor of a 
Milwaukee newspaper. 





Midwest Regrinders Meet 

OMAHA, Feb. 27.—A convention of the 
Midwest. Regrinders’ Association was 
held at the Elks’ Club in Omaha during 
the week of the automobile show, Feb. 
26 and 27. General business of the as- 
sociation, including the address by the 
president and various discussions took 
up the first day of the convention and 
technical discussions and a visit to 
Omaha and Council Bluffs machine shops 
and wholesale houses on the second day 
ended the meeting. 


N. A. C. C. Assists Cubans 


NEW YORK, Feb. 27.—George F. 
Bauer, secretary of the N. A. C. C. foreign 
trade committee, sailed for Havana today 
and Alfred Reeves, general manager, Roy 
D. Chapin and John N. Willys, the latter 
two of whom are now in Florida, will sail 
for Cuba a week from today. These 
N. A. C. C. representatives have been in- 
vited to assist the Cubans in planning the 
expenditure of a $100,000,000 road bond 
issue recently authorized by the Cuban 
Government. 


Stabilators Standard on MecFarlan 


All MecFarlan straight eight models 
are equipped with Watson Stabilators at 
the factory. This statement is made to 
correct an error which was made in an 
article which appeared in Motor AcE of 
February 4, describing new models dis- 
played at the Chicago Show by the 
McFarlan Motor Corp. 


Total of 315,025 Cars 


Produced in January 


NEW YORK, Feb. 27.—The total of 
315,025 passenger cars and trucks pro- 
duced in the United States and Canada 
in January, as reported by the Depart- 
ment of Commerce, was 4,544 less than 
the December output but 73,962 more 
than production in January, 1925. It 
compares also with 324,565 in January, 
1924, and 249,371 in January, 1923. The 
N. A. C. C. estimate for January this 
year, based on shipping reports, was 
333,727. 

The department January figures show 
282,483 passenger cars and 32,542 trucks, 
of which 271,231 cars and 29,601 trucks 
were made in the United States and 
11,252 cars and 2,910 trucks in Canada. 
The total compares with 285,199 cars 
and 34,370 trucks in December and 
212,921 cars and 28,141 trucks in Jan- 
uary last year. 

The department figures are based on 
returns from 179 manufacturers, 71 mak- 
ing passenger cars and 127 making 
trucks and 17 making both. Figures 
from 24 small firms, mostly truck mak- 
ers, were not received in time for in- 
clusion. 


Dealers of Seattle Hold 
Annual Salesroom Show 


Thirty Firms Participate in 
Events Along Automobile 
Row That Open Season 


SEATTLE, Feb. 27.—Today brought to 
a close the Automobile Dealers’ Annual 
Salesroom Show of Seattle—one of the 
most successful in the history of the 
city. Due to the fact that no building in 
Seattle is large enough and properly 
fitted to house the great number of 
exhibits, the salesroom display system 
was used, the dealers furnishing free 
transportation to the various salesrooms 
participating in the show. 


The largest number of dealers that 
ever was represented in a Seattle auto- 
mobile show participated in this year’s 
event—30 in all. 


They included Howell-Thompson Mo- 
tor Company (Star), Eldridge Buick 
Company, Central Chevrolet, Inc., Nagel- 
voort-Stearns Cadillac Company, Sunset 
Motor Company (Hupmobile), Sands Mo- 
tors Company (Studebaker), Nute Motor 
Company (Hudson-Essex), McDonald 
Motor Company (Reo), Gardner Motors 
of Washington, Green-Porter Nash Cor- 
poration, Oldsmobile Motor Company, 
Dunn Motors Company, Inc. (Overland, 
Willys-Knight), Washburn Haines Com- 
pany (Chrysler), Central Agency (Ford), 
O. M. Gaudy, Ine. (Hudson-Essex), 
Packard Seattle Company, Lawson Auto 
Company (Auburn) Seattle Automobile 
Company (Diana, Moon, Flint), W. S. 
Dulmage Motor Company (Paige-Jewett), 
Parsons Motor Company (Stutz), Cas- 
cade Automotive Company (Marmon), 
Rickenbacker Seattle Company, Puget 
Motors (Pierce-Arrow), W. L. Eaton 
Company (Dodge), Loco-Motor Com- 
pany (Locomobile), Wm. 0. McKay Com- 
pany (Ford, Lincoln), Walker Auto Com- 
pany (Chrysler), Edward Roesch Com- 
pany (Velie), Franklin Wicks Company 
and Westlake Chevrolet Company. 


There were the usual obstacle races 
for ladies, and special entertainment fea- 
tures including a “kiddie car” race for 
the youngsters, that attracted a great 
deal of interest. 


The committee in charge was Hugh 
Porter, chairman, G. O. Washburn, Mar- 
tin Saboe, and E. E. Harkins. 


Aluminum Pistons Shipped 


ST. LOUIS, Feb. 27.—The McQuay- 
Norris Mfg. Co. has announced the ad- 
dition of a line of aluminum pistons to 
the gray iron piston assortment. The 
preliminary announcement was made 
last November and since that time the 
company’s plant in Connersville, Ind., 
has been working at capacity to get the 
line into servicable condition so the 
orders from jobbers and_ distributors 
could be met. Shipments are now being 
made on seven of the numbers and the 
eighth is promised early in March. 
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Paige Net Earnings Gain 
53 Per Cent Over 1924 


Report to Stockholders Shows 
Increase of 4,574 in Number 
of Cars Sold in Year 








DETROIT, Feb. 27.—Net earnings of 
the Paige-Detroit Motor Car Company 
for 1925 increased 53 per cent over 1924, 
according to the company’s annual re- 
port which has just been mailed to stock- 
holders. 

Sale of cars and parts totaled $62,- 
763,787. The number of cars sold to- 
taled 39,114, an increase of 4,574 or 13.2 
per cent over 1924. Net earnings after 
provisions for depreciation, federal in- 
come taxes, and all other charges, 
amounted to $2,437,865.95 as against $1,- 
588,085.65 in 1924. 

According to the report, the ratio of 
total assets to total liabilities at the close 
of the year was more than three to one. 
The company, it was shown, also had no 
bank indebtedness at that time, but had 
on hand cash, collection drafts and mar- 
ketable securities amounting to $2,465,- 
407. 

Harry M. Jewett, president, in his let- 
ter transmitting the annual report says: 

“The company’s cash position is very 
satisfactory, especially inasmuch as we 
retired during the year debenture notes 
amounting to $1,500,000 of which $500,- 
000 (expiring June 1, 1926) were retired 
in advance of their maturity leaving 
$1,000,000 outstanding December 31. Of 
this amount we are holding in the treas- 
ury debentures of a par value of $429,- 
000 so that the total of these securities 
in the hands of the public is $571,000. 


“Preferred dividends of $153,000 and 
common dividends of $905,357 were paid. 
The common stock dividend was in- 
creased from $1.20 to $1.80 per share 
basis during the year.” 


Seiberling Reports Sales 
Gain of 40.37% in 1925 


AKRON, 0O., Feb. 27.—Net sales of the 
Seiberling Rubber Co. for 1925 were $10,- 
969,522, according to the annual report. 
This compares with sales of $7,351,137 
in 1924, a gain of 40.37 per cent. 


Net profit was $1,244,967, equivalent to 
11.78 per cent on volume of business and 
$6 a share on the 183,310 shares of com- 
mon stock. Earnings in 1924 were $1,- 
013,022, or $5 a share. 


Current assets exceed current liabili- 
ties to the amount of $2,347,757.21, or a 
ratio of more than three to one. During 
the past year all accumulated dividends 
on preferred stock, amounting to $232,- 
832.96 were paid, leaving a net amount 
added to surplus of $1,012,135. Additions 
to plant equipment last year has in- 
creased its capacity by 50 per cent to 
handle a steadily expanding business. 
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The Reason For 


Service Shops 


DANVILLE, Ill., Feb. 27.—Five 
hundred miles in low before he 
even suspected the operation of 
the gear shift, was the record of a 
local motorist, who nearly drove 
the agent, who sold him the ear, 
into cancelling his dealer contract 
with complaints. 

“Noisy, too noisy—like an air- 
plane, most of the time,” com- 
plained the buyer as he rolled the 
ear to the service department. 
Overhaulings revealed no troubles 

and a mechanic finally went rid- 
ing with the owner. 

They started out the garage and 
reached the first corner. “Shift,” 
subtly suggested the mechanic. 
The driver looked bewildered and 
kept on. They went three blocks 
before the mechanic suggested the 
driver push down on his left foot, 
and the mechanic shifted the gear. 

“Take it off,” he said to the 
driver. The driver did—the car 
shot forward, over a curb and onto 
the walk before it was stopped. 

But it hasn’t been to the service 
department since. 











Seamans Joins Atlanta Dealer 


ATLANTA, Feb. 27.—The appointment 
of P. E. Seamans as salesmanager for 
F. E. Maffett, Inc., Dodge Brothers car 
and Graham truck dealer, is announced 
by Mr. Maffett. He succeeds T. O. Fisher 
who resigned to establish a new Dodge 
Brothers agency at La Grange, Ga. Mr. 
Seamans was for some years manager 
of the Houston, Tex., branch for the 
White Co. 

Peerless Enters Seattle 

SEATTLE, Feb. 27.—The Seattle Peer- 
less Motor Company opened for business 
simultaneously with the beginning of 
the Seattle Automobile Show. Headed 
by J. L. Smith, president, the new dis- 
tributorship with territory covering all 
of western Washington, will be under the 
active management of C. A. Little, vice- 
president and general manager. P. H. 
Gilroy is secretary-treasurer of the new 
concern, and the shop work will be 
handled by William Daoust. 





Boosters Meet in Maine 

PORTLAND, Me., Feb. 27.—Automotive 
Boosters Club, No. 1, of Boston, helped 
to make the annual automobile show 
in Portland a big success by staging a 
big meeting and banquet here. The 
Bostonians came here with nearly a full 
membership and tried holding one of its 
monthly meetings in some place other 
than Boston. It proved a big success. 
The club played host to the salesmen of 
the Maine jobbers who came from all 
over the state for the show. There was 
a big attendance as many men not mem- 
bers of the Boosters, but who were at 
the show from other states were allowed 
to be present. 


Spokane Show Unable to 
Care for All Its Patrons 


Discuss Plans for Huge Audi- 
torium to Make Display 
Greatest in Northwest 


SPOKANE, Wash., Feb. 27.—As Spo- 
kane’s third automobile show neared its 
closing hours distributors and members 
of the Spokane Automobile Chamber of 
Commerce, sponsors of the show, in an- 
ticipation of approval at the polls next 
month of a municipal auditorium project, 
discussed plans for an annual show here 
to rival anything in the West north of 
San Francisco. 

Guy Riegel, president of the chamber, 
reported many requests for space from 
eastern factories making accessories of 
various natures had to be turned down 
on account of lack of space. Local ac- 
cessory dealers and manufacturers like- 
wise failed to get a place in this year’s 
show. 

Proposals made include a well defined 
plan to bring sales conventions to Spo- 
kane during the week of the annual 
show, once an auditorium is available, 
and make it a northwest event. 

The exhibitors included 21 firms and 
30 makes of cars. Although the show 
was open six days from early morning 
until midnight there were times when 
it was impossible to adequately take care 
of the crowds, probably 50,000 people 
seeing the exhibits. 





Oakland Dealers Meet 


PEORIA, Ill., Feb. 27.—Forty Oakland 
dealers from Peoria, Galesburg, Ke- 
wanee, Clinton and Canton, attended a 
district sales conference here under the 
Pinkerton Motor Company of Peoria and 
the Oakland company. E. M. Lubeck, 
district manager, E. T. Jackson and 
H. R Morgan, field representatives, and 
C. R. Hamilton, all of the Chicago office, 
attended. Elmore G. Heisel, vice-presi- 
dent of the Pinkerton company presided. 


Dodge Brothers Retail 


Deliveries Set Records 


DETROIT, Feb. 27.—Retail deliveries 
by Dodge Brothers, Inc., for the week 
ending February 20 and totaling 4,755 
broke all previous January or February 
records, making it the best January or 
February week in the history of the com- 
pany. 

The number of retail deliveries in the 
first three weeks of the month were 40 
per cent above those for the same period 
a year ago, it was said. 

Since the first of the year, the deliver- 
ies have shown gains over the same 
period last year so that the retail de- 
liveries to date for the year total 28,268 
as compared to 19,047 a year ago. This 
is a gain of 48 per cent. 
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Traffic Deaths Sharply 
Decline in 1924-25 


Rate of Yearly Increase Is Far 
Below That of Period 
from 1917 to 1923 








WASHINGTON, Feb. 27.—Gratification 
over the fact that the rate of increase of 
automobile traffic fatalities which 
mounted sharply from 1917 to 1923 de- 
clined greatly in 1924 and 1925 is voiced 
in the report of the committee on statis- 
tics just filed here with Secretary of 
Commerce Hoover. The report is one of 
six which will be thoroughly discussed 
at the National Conference on Street and 
highway Safety which will convene in 
this city March 23 for three days’ ses- 
sions. 

The report states that despite the 
decline in the rate of increase in the 
number of annual automobile traffic 
fatalities is still growing year by year. 

“While it is early to draw definite con- 
clusions,” W. M. Steuart, director of the 
census and chairman of the committee, 
states in the report, “we point to the 
declining rate of increase in fatal acci- 
dents as an indication that the cumula- 
tive efforts of individuals and of organ- 
izations toward greater safety of traffic 
on our streets and highways are begin- 
ning to bear fruit.” 

The committee found that in 1924 there 
were 23,300 deaths due to street and 
highway accidents in the United States, 
which was an increase of approximately 
700 over 1923, while available figures in- 
dicate a further increase as in 1925. 
These increases, the committee states, 
were due entirely to an increased num- 
ber of automobile accidents, as every 
other type of traffic accident showed a 
decreased number of fatalities. 


——-—- ae 


New Peerless Dealers 


CLEVELAND, Feb. 27.—Continuance of 
the interest among dealers in the Peer- 
less line, aroused last November with the 
announcement that the Peerless Motor 
Car Corporation had entered the popular 
priced field with a car selling much be- 
low the price of the better known Peer- 
less models, is evidenced by the an- 
houncement this week that 35 new Peer- 


less dealers have been signed. They are: 

F. W. Archer, Racine, Wis., The Korman 
Schmidt Auto Co., Sheboygan, Wis., Lowry 
Hill Garage, Minneapolis, Robertson Tire 
and Battery Service, Indianapolis, Harry 
J. Howland & William W. Buchanan, 
Elizabeth, N. J., Joseph Oster, New Or- 
leans, Kramer Motor Company, Bayonne, 
N. J., Wacker Motor Company, Jersey City, 
N. J.. George P. Elsenheimer, Hornell, 
N. Y., Hughes Motor Company, Atlantic 
City, N. J., Hamilton Garage, Inc., Norris- 
town, Pa., Mize Franklin Company, Day- 
tona Beach, Fla, C. W. Campbell Co. of 
Florida, Ine., Orlando, Fla., J. F. Butter- 
field Garage, St. Augustine, Fla., W. J. 
Heilman, Dundalk, Md., Carrol N. Leckard, 
Westminster, Md., Colin Garage, Bracken- 
ridge, Pa., A. M. Eberline, Brookville, Pa., 
Brownsville Peerless Company, Browns- 
Ville, Pa., James T. Heilman, Kittanning, 
Pa., Stewart Motor Sales, New Kensing- 
ton, Pa., H. G. Rick, Hillsdale, Mich., Utter 
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K. C. SHOW SETS NEW RECORDS 





Some of the 300 cars exhibited at the Kansas City Show 


KANSAS CITY, Feb. 27.—The attend- 
ance record was broken at the Kansas 
City automobile show when the turn- 
stiles indicated that more than 200,000 
persons had been admitted during the 
week. The opening night had an at- 
tendance of 47,231, and had it not been 
for the worst snow storm and blizzard 
for years, it is estimated the total at- 
tendance would have reached 250,000. 

The crowds which came through the 
storm and slush showed an interest in 
the exhibits and bought so liberally that 
they made up in part for the falling off 
of attendance. Dealers say that the buy- 
ing was heavier than at former saows, 
and Manager Bond estimates thet the 
contracts signed for cars during the 
show will top $25,000,000. 

Factory representatives who have been 
attending other shows agreed with mem- 
bers of the Motor Car Dealers’ Associa- 
tion that this show was the best of the 
20 which have been held here, and com- 
pared with those in other cities was a 
very fine show. 

There were 25 exhibits of trucks and 


buses, 300 cars, and 155 exhibits in the 
accessory department. The decorations 
were very attractive, and were “fire- 
proofed,” an arrangement which gave a 
sense of security greatly appreciated, in 
view of the fact that the decorations last 
year helped spread the fire which des- 
troyed the show. 


Eighty per cent of the models were 
enclosed. The bright colors seen every- 
where, even among the buses and trucks, 
indicates that the penchant for color is 
a dominant influence of the trade this 
year. 


Radio had a prominent part among the 
accessory department. The management 
made use of it to add to the entertain- 
ment by giving the crowd a chance to 
hear Marion Talley, the Kansas City 
singer who made such a stir at the 
Metropolitan Opera House in New York 
at her debut. Loud Speakers also were 
used to carry the musical numbers of 
the program to all parts of the building. 
a radio wedding was staged, and the 
ceremony broadcast. 





& Son, Lansing, Mich., Chicago Auto Body 
& Motor Sales Company, Chicago, H. G. 
Gerlach, DeKalb, Ill., Joseph J. Koske, Fox 
Lake, Ill., City Auto Sales, Gary, Ind., Leo 
P. Plusch, Catskill, N. Y., Hunter & Fonda, 
Inc., Cohoes, N. Y., C. J. M. Motor Sales, 
Inc., Far Rockaway, L. I., N. Y., Higgins 
Motor Sales, Jericho Turnpike, Garden 
City Park, L. I., N. Y., Horn Motor Sales, 
Hempstead, L. I., N. Y., Wallace Motors, 
Jericho Turnpike, Mineola, L. I., N. Y., 
Dunham Sales Company, Mt. Vernon, N. 
Y., John E. Wines, Sayville, L. I., N. Y. 





Yeldell to Go West 


ST. LOUIS, Feb. 27.—Walter H. Yel- 
dell, secretary, sales manager, and a 
member of the board of directors of the 
Gardner Motor Co., of St. Louis, has 
established his permanent headquarters 
on the Pacific Coast. The move is the 
outgrowth of the demands of Gardners’ 
western distributors for an accredited 
factory official to help take care of 
Gardner’s business on the coast. Ap- 
proximately 15 per cent of the annual 
Gardner output is absorbed by this sec- 


tion and indications are that the propor- 
tion will be increased. Yeldell, well- 
known to automobile men throughout the 
country, has completed 25 years of serv- 
ice with the Gardner organization. 


Takes Auburn Distribution 

KANSAS CITY, Feb. 27.—The Auburn 
Distributors, Inc., H. S. Lowe, president 
and general manager, has taken over the 
distribution of Auburn cars in the Kansas 
City territory. Temporary quarters were 
found at 1701-3 Baltimore Ave. and 
permanent location will be at 2619, in the 
heart of the motor district. Mr. Lowe, 
up until the first of the year, was whole- 
sale manager of the Quinlan Motors Co., . 
with headquarters in Chicago. A sales- 
room, service station and warehouse will 
be located in the new building and a local 
dealer will be appointed. They expect 
to be in the new location about the first 
of March. 
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Goodyear Announces Plan 
Of Super Combat Airship 


Two Huge Helium Gas Craft 
Would Be Built if Congress 
Passes Appropriation 





AKRON, O., Feb. 27.—Officials of the 
Goodyear-Zeppelin Corporation,  sub- 
sidiary of the Goodyear Tire & Rubber 
Co., announce they are prepared to start 
work at once on a super-dirigible air- 
ship of the type wanted by the United 
States Navy, if sufficient money is 
appropriated by Congress. 


At the suggestion of Rear Admiral 
W. A. Moffett, chief of the naval bureau 
of aeronautics, experts of the Zeppelin 
corporation have been planning a ship, 
designed to be the world’s greatest aerial 
battleship. Plans have been guarded 
with secrecy until now, when the govern- 
ment has consented to their publication 
in part. 


Moffett has asked the House naval 
committee to appropriate money for 
two such huge air cruisers and a land 
base for them. Goodyear officials be- 
lieve Congress will approve the building 
of at least one ship and a base. It 
would take three years to complete the 
ship. 

The new air dreadnaught would have 
a 6,500,000 helium gas capacity, more 
than twice that of the Shenandoah or 
Los Angeles, 790 foot length, 135 foot 
diameter, motors developing 4,800 horse 
power, and a speed of 90 miles an hour, 
with a cruising radius of 5,000 miles. 


The ship is designed to carry half a 
dozen pursuit airplanes, each capable of 
developing a speed of 175 miles an hour 
and able to take off or land on the 
dirigible. All control cabins will be 
inside the ship, preventing accidents 
similar to that which destroyed the 
Shenandoah. Tilting propellers of a 
new design will help the ship to ascend 
or descend rapidly without loss of zas. 


Oakland Dealers in Race 


DETROIT, Feb. 27.—The Richards- 
Oakland Company, Oakland and Pontiac 
distributor for Detroit and Wayne 
county, and the Community Motors, Inc., 
of Chicago, Oakland and Pontiac dis- 
tributor for Chicago and Cook county 
are engaged in a race to see which com- 
pany can sell the most Oakland-Pontiac 
cars during the present calendar. 


Danville, lll., Holds Show 


DANVILLE, Ill., Feb. 27.—Armory 
hall was crowded for four days during 
the annual automobile show which at- 
tracted a record breaking throng. The 
decorations were highly elaborate and 
artistic, and contributed to the great suc- 
cess of the show. It is believed that the 
display will be valuable in stimulating 
spring business, both in cars and acce- 
sories. 
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Old Time Tunes 
Bring Sales 


AUSTIN, Tex. Feb. 27—The 
Barker Motor company of this city, 
dealer in Fords and Lincolns, kept 
its sales rooms packed with visi- 
tors at a housewarming recently 
through a rather unique program. 
The company put on an old fiddlers 
contest and barn dance for a week. 
Every evening from 8 to 9 o’clock 
a score of old time fiddlers com- 
peted for cash prizes, From 9 to 
10:30 the sales room floor was 
turned over to the visitors for 
dancing. More than a score of 
fiddlers made the big sales room 
ring with such tunes as “Turkey 
in the Straw,” “Arkansas Traveler,” 
“The Waggoner,” “Sally Godding,” 
“Cottoneyed Joe,” “Nubbin’ Ridge,” 
“Christmas,” “New Broom,” “The 
Old Gray Mare,” “Pull Tight,” 
“Billy in the Low Ground,” and 
other favorites of a half century 
ago. Visitors came from Travis 
and all sections of adjoining coun- 
ties. They saw the new models 
during the entertainment week, 
and many of them bought cars. 











Opens Buick Branch Agency 


EVANSVILLE, Ind. Feb. 27.—The 
Evansville Auto Exchange, Hudson and 
Essex dealer has opened a branch -deal- 
er agency at Princeton, Ind. The new 
agency will operate as the Better Auto 
Sales company. Samuel Mauk, formerly 
manager of the Princeton Buick com- 
pany is manager. 


Des Moines Show Sales 


Reported Good by Trade 


DES MOINES, Ia. Feb. 27.—The 
Seventeenth Annual Automobile Show, 
sponsored by the Des Moines Automo- 
bile Dealers’ Association, was pro 
nounced by exhibitors to be one of the 
most successful automobile shows ever 
held in Des Moines. Sales during the 
show were reported to be better than 
usual. Many Iowa dealers visited the 
show and attended the dealer meetings 
arranged by various distributors. The 
scheme of decoration this year was dif- 
ferent from anything before attempted. 
Thirty oil paintings, each representing 
a make of car on display, were hung in 
the balcony of the Coliseum. 


Nenke Joins Gardner Co. 


ST. LOUIS, Feb. 27.—R. O. Nenke, 
formerly general manager of the C. J. 
Siors Motor Company, Gardner distrib- 
utor at Pittsburgh, Pa., has accepted a 
position with the Gardner Motor Co., 
Inc., of St. Louis, as central eastern sales 
manager. 


South Sees Record 1926 


Demand for Hardwoods 


15 to 20 Per Cent Increase in 
Volume This Year Expected 
by Lumber Manufacturers 


-ATLANTA, Feb. 27.—A fairly accurate 
idea of what the automotive industry is 
planning on this year in the way of an 
increased production schedule may be 
noted from the fact that practically all 
of the larger lumber markets in the 
southeastern territory have been report- 
ing a steadily growing demand for hard- 
wood from the automobile and body 
makers since the early part of this year, 
sales having been particularly active in 
the Atlanta and other leading markets 
since the first of February. 

Lumber manufacturers in this market 
estimate that the total volume of busi- 
ness right now is approximately 12 to 
15 per cent larger than at this time last 
year, and that inquiries for delivery in 
the second quarter of the year are about 
20 per cent heavier than last year. In- 
dications are, in fact, that the spring and 
summer sales of hardwood to the auto- 
motive industry this year will establish 
the biggest volume in the history of the 
business. 


Production right now is at a compara- 
tively low ebb, but with favorable 
weather has been improving steadily 
since the first of this month, and there 
will be ample supplies available when 


the time for second quarter delivery is 
at hand. 


Prices are stable. Primary demand 
from body and car manufacturers 
is for thicker dimensions of white 
ash, maple and elm, and for hickory from 
the wheel makers. 


New Buildings in Des Moines 


DES MOINES, Ia., Feb. 27.—Three 
new structures in automobile row of this 
city are opened or will be opened during 
the early spring. The Iowa Spring and 
Body Company has its new building at 
1401 Grand Avenue, with several new 
departments, including a body building 
department. The Jensen Motor Com- 
pany in a new location at Keosauqua 
Way and Fifteenth Street, has a new 
garage 150x130 feet, a downtown Ford 
sales agency, run in conjunction with its 
Highland Park business at 3613 Sixth 
Avenue. The Hudson Jones Company is 
opening a new service and used car 
department at Twelfth and Walnut 
Streets, continuing its sales business at 
1212-1214 Locust Street. 


Pickell Heads Packard Branch 


DETROIT, Feb. 27.—Wayne S. Pickell 
has been appointed general manager of 
the Packard Motor Car Company, Detroit 
branch. Mr. Pickell has been with Pack- 
ard for six years and has been a former 
manager of their Woodward Avenue 
branch. 
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Boston Season Is Opened 
With Big Spring Display 


Dealers Estimate 10,000 Pros- 
pects Visit Various Sales- 
rooms on Washington Day 





BOSTON, Feb. 27.—Motor car distrib- 
utors and salesmen were convinced be- 
yond any doubt—during the annual 
Washington’s Birthday pre-show open 
house celebration—that there will be a 
lot of machines sold in the New England 
territory this Spring. For approximately 
six hours there was a steady flow of 
visitors to the salesrooms on motor row 
to inspect the cars. An estimate of 10,- 
000 is not too high. Many new and used 
cars were sold, and hundreds of pros- 
pects listed. 

They began to arrive a few at a time 
between 9 and 10, but it was 11 o’clock 
before the numbers began to be notice- 
able. From then on until about 5 the 
salesrooms were pretty generally 
crowded. And the last of the visitors did 
not drop out until after 6. 

Many spent some hours visiting 25 to 
50 per cent of the salesrooms so as to 
cover all the cars in the price classes 
in which they were interested. In a few 
places where visitors were counted fig- 
ures showed that by 4 o’clock there had 
been more than 900, 1,200 and 1,500 tallied. 
Had there been sunshine the figures 
would have gone much higher. 

Two recent storms have done much 
toward heading motorists into the new 
car ranks. Many cars have been disabled 
so that owners are trying to figure the 
cost of repairs as against a payment for 
& new car, and a majority will take the 
latter course. This element made it a 
bit easier in some cases to close orders 
for cars on the holiday. 

Many others 
shopped around 
and picked up used 
cars. They figure 
it was a_ better 
time to make a 
selection with a 
greater variety on 
hand than _ after 
the show when the 
Spring rush is on 
and prices can go 
higher as they 
dwindle. More than 
75,000 lines of dis- 
play advertising— 
the largest total 
ever used outside 
of show numbers— 
were printed in the 
Boston papers to 
back up the judg- 
ment of the deal- 
ers that people 
would be found in 
a buying mood. 
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Paige Dealers Meet 

FORT WAYNE, Ind., Feb. 27.—Paige- 
Jewett dealers from 13 counties in north- 
eastern Indiana and northwestern Ohio 
were guests of C. L. Bornschein, distrib- 
utor for the territory, at a dinner here. 
Sixty-five persons attended the banquet 
and two representatives of the factory 
outlined the new salespoints of the cars. 
Orders for 51 cars were given by the 
dealers at the banquet meeting for early 
spring delivery. 


Opens Second Used Car Branch 

ST. LOUIS, Feb. 27.—An additional 
used car salesroom has been opened by 
the Flint Chevrolet Co. at 4867 Easton 
avenue. The new branch is in charge 
of Harry L. Blum. The seventh annual 
banquet of the Flint Chevrolet Co. for 
members of the sales and service forces 
was held at the Coronado Hotel. The 
banquet marked the closing of a sales 
campaign and included an award of 
prizes to salesmen making high marks. 


Kelly Truck Plant Now 
Getting Into Production 


SPRINGFIELD, O., Feb. 27.—Gradually 
The American Bus and Truck Co. is 
getting under full production. When it 
purchased the plant of the Kelly-Spring- 
field Motor Truck Co. it began turning 
out Kelly trucks to meet the demand of 
the trade. It plans to begin the manu- 
facture of light trucks soon and later 
on the Tillings-Stevens, English bus. 


Gen. C. C. Jamieson, chairman of the 
board of the American Bus and Truck 
Co., has left for New York City on a 
business trip. He is now making his 
home in Springfield since he and his 
associates acquired the Kelly plant. It 
is stated by representatives of the com- 
pany that the company is achieving suc- 
cess in the sale of its motor truck and 
that the sales outlook is bright. 


Dealers Stage Show in Denver 
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Interior view of Denver show 


Chrysler Sees Excellent 
Car Business in 1926 


Tells Californians Motor In- 
dustry Is Best Barometer 
of Conditions Known 





LOS ANGELES, Feb. 27.—The automo- 
tive industry and American business in 
general will experience a highly satis- 
factory year during 1926, Walter P. 
Chrysler, president of the Chrysler Cor- 
poration of Detroit declared at a lunch- 
eon of Los Angeles bankers and business 
men tendered in his honor during his 
visit here. 

“The automotive industry is one of the 
best economic barometers we have,” says 
Mr. Chrysler. “It is even better than the 
steel industry because it is closer to 
the ultimate market. And the health of 
the automobile business in a community 
indicates very well the condition of the 
business generally. 

“The present year is going to be a 
year of keener than ever competition 
in the automobile industry. Never in the 
history of motor cars has a man been 
able to get so much for his dollar. But 
I look forward to a good year and so 
does the industry as a whole.” 

Regarding the future of the industry, 
Mr. Chrysler said that he would “not 
even hazard a guess on what the automo- 
bile business will be five or ten years 
from now.” 

Vesper-Buick Buys Site 

ST. LOUIS, Feb. 27.—Purchase of a 
site fronting 100 feet on Grand boulevard 
at Winnebago street on which a two- 
story Buick sales and maintenance build- 
ing will be erected was announced. today 
by F. W. A. Vesper, president of the 
Vesper-Buick Co. The proposed struc- 
ture, to be erected within the year, will 
replace the present South Side branch 
at Grand boulevard 
and Potomac 
street. Construc- 
tion will be of re- 
inforced concrete 
and design will be 
with a view to 
meeting ever grow- 
ing needs in South 
St. Louis. The 
Grand boulevard 
frontage will be 
used for offices and 
showrooms for new 
models, while the 
Winnebago _ street 
frontage, 215 feet, 
will be reserved 
for used cars and 
a department for 
minor repairs. The 
general repair and 
maintenance de- 
partment will be 
located on the sec- 
ond floor. 
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Graham Brothers Make Two New Buses 


WO new buses recently were in- 

troduced by Graham Brothers. The 

first of these is a 60 passenger, 
double-deck bus driven by the gas elec- 
tric system. It is equipped with West- 
inghouse air brakes and can be operated 
as either a one man or two man type. 
The other bus is a single deck type seat- 
ing 29 passengers and having conven- 
tional mechanical transmission drive. 


An interesting feature of the larger 
bus is the inter-connection of the air 
brakes and door action. With this pro- 
vision it is impossible for the bus to 
start until the doors are closed. The 
exception to this arrangement is ob- 
tained when two man operation, with 
a conductor at the rear, is desired. 
Under these circumstances the inspector 
or starter unlocks the control of the rear 
door with his key to permit manual 
operation by the man at the rear. With 
one man operation however, the weight 
of the passenger standing. at the door 


causes the platform to depress and con- 
trol the door opening. The door re- 
mains open for six seconds after the 
passenger alights and the brakes are 
locked for this period. If another 
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descending passenger approaches. the 
door and it starts to close, it again auto- 
matically opens and the brakes are re- 
set. The front door is controlled by 
separate valve. 
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New Graham Brothers gasoline, electric drive bus. 








New Diamond T Truck 








Unique Stutz Radiator 
Cap 


The winged trademark of the Stutz 
Motor Car Company indicates an in- 
heritance from the ancient Egyptians the 
winged symbol of supremacy in all things 
—once the exclusive property of Ra, the 
Sun God of cross-word puzzle fans. The 
Stutz radiator cap combines in a single 
bit of sculpture many features. The 
headdress is Egyptian. In profile, be- 
sides the wings of Ra, there is the head 
of a hawk, another Sun God symbol, 
connoting swiftness. Viewed from the 
front, the outline suggests the Sphinx— 
and silence. The face is not modeled 
after the primitive Egyptian style but 
rather in the more sophisticated man- 
ner of the Greeks. It is not that of Ra, 
but the Grecian Sun God Apollo—and 
you have refinement. The finished caps 
are die-cast in silver-finish metal. 


AO 


This new Diamond 
T truck chassis, 
model 76, one-ton 
capacity, was exhib- 
ited at the delivery 
truck show held at 
Hotel Sherman, Chi- 
cago, Feb. 1 to 6. 


Made to 


This armored body 
for bank cars and 
other cars carrying 
valuables was exhib- 
ited by the Erlinder 
Body Co., at the de- 
livery truck show 
held Feb. 1 to 6 at 
the Hotel Sherman, 
Chicago 


Automotive Radio Dealer 
| cee Tex., Feb. 27.—Radio and au- 

tomotive lines are so closely related 
that radio jobbers find some 60 per cent 
of their retail customers are in the auto- 
motive business and wholesale accessory 
men discover the same thing. As a re- 
sult more and more accessory and equip- 
ment wholesalers are adding radio to 
their lines. 


The Radio exhibition at the State Fair 
this year was the first of the nature at- 
tempted here. Some thirty retai] and 
wholesale radio houses displayed any and 
all kinds of radio outfits to be had. The 
exhibit was crowded all during the fair 
with enthusiastic radio fans. 


Foil Highwaymen 
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Oakland-Pontiac Output 
Pushed to 439 Each Day 


Production of 450 Cars Daily 
Scheduled for March and 
500 in April 


PONTIAC, Mich., Feb. 27.—Demand for 
the new Pontiac Six since its initial 
presentation at the New York show early 
in January and the continued increased 
demand for the Oakland Six have caused 
production at the Oakland factories to 
be pushed up to 439 cars a day at the 
present time. 


A production of 450 cars daily is 
scheduled for March and 500 cars daily 
beginning in April. The production of 
February and March this year, as a re- 
sult of increasing demand represents a 
300 per cent increase over the schedule 
of February and March last year. 


That the demand for the new ,rontiac 
Six has more than fulfilled expectations 
of Oakland and General Motors officials 
is indicated by the increased production 
schedule for the new line. 


The entire facilities of the greatly en- 
larged Fisher body plant at Pontiac are 
now being devoted to producing bodies 
for the Pontiac Six and Oakland Six. 

Demand for the Oakland models is also 
starting out with unusual strength this 
year, with schedules set 25 per cent 
higher than for the same months last 
year. 


Winburn Joins Schnore 


ATLANTA, Feb. 27.—Harry Winburn, 
a manufacturers’ agent in Atlanta for 
some years handling replacement parts 
and accessories, recently discontinued 
this business and joined the Southern 
Bearings & Parts Co., as a salesman 
in the south Georgia and Florida terri- 
tory it is announced by Robert M. 
Schnore, president of the company. Mr. 
Schnore also states the company plans 
to close its Jacksonville, Fla., branch at 
921 Forsyth St., and open a new branch 
at either Columbus or Augusta, Ga., this 
Spring. Mr. Schnore is a southern direc- 
tor for the National Standard Parts As- 
sociation. 


A. E. A. Plans Texas Meeting 


SAN ANTONIO, Tex. Feb. 27.—A big 
automotive merchants’ conclave will be 
held in San Antonio about March 20, 
C. C. Wolfe, of the trade extension de- 
partment of the San Antonio Chamber 
of Commerce, announces. Arrangements 
for this meeting are being made by Com- 
missioner W. M. Webster of the Auto- 
motive Equipment Association. Not only 
has Mr. Webster enlisted the support 
of the San Antonio Chamber, but prac- 
tically all the automotive wholesalers of 
the city are solidly behind the meeting. 
A, R. Mogge, director of the merchan- 
dising Section of the A. E. A. will hold 
the initial meeting in San Antonio, ac- 
cording to Mr. Webster. 


March 4, 1926 


Form Stutz Distributorship 


INDIANAPOLIS, Feb. 27.—R. A. Raw- 
son, F. E. Moscovics, E. S. Gorrell, C. 
O. Roamler, and M. E. Hamilton have 
formed a corporation to be known as the 
Indianapolis Sales Agency to distribute 
the Stutz car. Rawson is manager. The 
company is separate from the manufac- 
turing company and the interests are dis- 
tinct, although several officers of the 
Stutz Motor Car Corporation are identi- 
fied with the sales agency. It will not 
be a factory branch as reported. 


New Overland Dealers 


VANCOUVER, B. C., Feb. 27.—Over- 
land Sales and Service Ltd., announces 
the appointment of the following dealers 
for Overland and Willys-Knight cars: 
McClay Motors, Vancouver, T. J. Trapp 
Company, Ltd., New Westminster, B. C., 
and Fairview Overland Sales, Granville 
and 11th Ave., Vancouver. 


Southern Buick Dealers Meet 


SAN ANTONIO, Tex., Feb. 27.—About 
60 Buick dealers and representatives of 
their service departments spent two days 
in San Antonio, attending the annual 
service clinic conducted under the aus- 
pices of the Buick Motor Company at 
the Buick branch. The clinic was con- 
ducted by A. H. Sarvis of the service 
department of the Buick Motor Company, 
Flint, Mich., who was assisted by J. H. 
Sage, also of the Buick service depart- 
ment, — 


Olds Retail Sales Far 
Ahead of Last February 


LANSING, Feb. 27.—The Olds Motor 
Works is now in one of the most pros- 
perous periods in its history, according 
to production figures released by com- 
pany officials. 


Retail sales for the first 10 days of 
February were approximately 70 per 
cent of the entire production for Febru- 
ary, 1925. The daily output is around 250 
daily, with 91 per cent of this number 
being closed models. 


Production for February will show a 
decided increase over January and the 
scheduled production for March will ex- 
ceed even that of this month. 


Fisher Earnings Jump 


DETROIT, Feb. 27.—The Fisher Body 
Corp., for the quarter ended Jan. 31, 
1926, including returns of subsidiary 
companies, reports net earnings of $10,- 
035,853, after expenses and depreciation 
reserves, against $2,957,547 in the corre- 
sponding period last year. After reserves 
for interest and taxes, the company re- 
ported net income of $8,484,124, equal 
to $3.53 a share earned on the 2,400,000 
shares of $25 par value common stock 
outstanding. In the same quarter last 
year, the company reported net income 
of $2,307,187, equal to 89 cents a share 
on the common stock. 


Seven Factories to Reach 
1,000 Daily Output Soon 


Quantity Production Declared 
Highest in History of Indus- 
try—Makers Optimistic 


DETROIT, Feb. 27.—Within the next 
three weeks there will be at least seven 
automobile companies whose daily out- 
put will be 1,000 cars per day. Of this 
number there will be five whose output 
will average 1,500 and two whose output 
will be 2,000 and above. 


The companies whose output from 
present indications will be above 1,000 
are Ford, Chevrolet, Buick, Dodge Broth- 
ers, Hudson-Essex, Durant-Star-Flint 
and Overland. Of:these companies, Ford, 
Chevrolet, Dodge Brothers, Hudson- 
Essex and Overland are expected to be 
producing 1,500 a day with Ford and 
Chevrolet producing 2,000 or more. 
Ford’s daily production is estimated to 
be approximately 7,000 cars per day. 


This feature of quantity output is the 
greatest in the history of the industry. 
At no other time has there been as many 
companies reaching above 1,000 mark 
per day. This condition is attributed to 
the unbounded optimism which the man- 
ufacturers have toward the future. 

There are certain sections of the coun- 
try where buying is somewhat slack, but 
the purchases in the more prosperous 
sections offset this condition. Accessory 
manufacturers are reporting increased 
sales of accessories. This is one indica- 
tion that the working public has more 
money to spend on automobiles and ac- 
cessories than it has had for some time 
past. 

Export conditions are improving daily 
and it is reasonable to believe that half 
again as many cars will be sold in over- 
seas territory in 1926 as in 1925. 


Dealers Plan Spring Show 


JACKSONVILLE, Ill., Feb. 27—The 
Jacksonville Automotive Dealers Associa- 
tion have selected March 16, 17, 18 and 
19 as the dates for the annual spring 
show. The Auto Inn, one of the largest 
public garage buildings of central Illi- 
nois, has been selected as the place for 
the annual display of cars and acces- 
sories. President J. G. Berger has ap- 
pointed the committees to handle the af- 
fair and they hope to increase the 
attendance over former years. 





Drew Forms Own Firm 


BALTIMORE, Feb. 27.—Harold W. 
Drew, formerly general manager of the 
Zell Motor Car Company, Baltimore, 
Packard distributor, is at the head of 
a new concern which has been formed 
under the name of Drew Motors, Inc., 


and which will take over the agency for 


the Lincoln. Plans are being made to 
establish quarters at 410 West North 
avenue. The building is undergoing ex- 
tensive alterations. 
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TRADE ASSOCIATION ACTIVITIES 


MINNESOTA TRADESMEN ELECT 


—_— 


F. B. Clements of Mankato Heads Asso- 
ciation for Next Year 





MINNEAPOLIS, Feb. 27.—The Minne- 
sota Motor Trades Association at a meet- 
ing in Minneapolis, the fifth annual, de- 
cided to have district meetings at 15 to 
20 key points in the state for educational 
purposes and thus to aid automobile 
dealers. 


The association voted against any let- 
ting down in the deferred payments plan 
of selling cars. The delegates voted in 
tavor of a substantial down payment, at 
least one-third, and the remainder in 
not more than 12 months. The resolu- 
tions decried many methods of financing 
in vogue and opposed any breaking down 
of the standard rates, and opposed re- 
course paper where the dealer must in- 
dorse it. 


It was decided to continue the service 
to dealers, such as educational measures 
to make better merchants of the dealers 
with better service to the motorist, ex- 
change of information on the market 
prices of used cars; the auditing, collec- 
tion and legal departments, the tourist 
guide to guarantee garages, and the new 
car sales report feature. 


Officers were elected as follows: Pres- 
ident, F. B. Clements, Clements Auto 
Co., Mankato, Minn.; vice-president, A. 
N. Tyrholm, J. A. Tyrholm & Co., New 
Richland; treasurer, W. J. Potts, Potts 
Motor Co., Minneapolis; directors, L. H. 
Powell, Powell Auto Co., Marshall; W. S. 
Williams, W. S. Williams Motor Co., St. 
Paul; O. A. Skagerburg, Cloquet Auto & 
Supply Co., Cloquet; C. D. Morse, Morse 
Motor Co., Detroit; C. W. Jewett, C. W. 
Jewett Co., Bemidji; E. M. Doane, Aus- 
tin Auto Co., Austin; Russell Sherman, 
Russell Sherman, Inc., Duluth; H. F. 
Gillespie, Gillespie Auto Co., Cambridge; 
Otto Bierkamp, Home Automotive Co., 
Luverne; R. S. Curran, McCoy-Curran 
Co., Red Wing; J. W. Sharp, J. W. Sharp 
Auto Co., St. Cloud; H. P. Bradt, H. P. 
Bradt Co., Sherburne; W. V. Harrington, 
Harrington Motor Co., Minneapolis; Otto 
Gildemiester, Hughes & Gildemiester, 
Grand Rapids; H. M. Lively, Lively Auto 
Co., Brainerd; F. D. Coventry, Willmar 
Motor Co., Willmar; A. W. Unumb, Mo- 
tor Inn Garage, Alexandria; A. J. Os- 
man, Service Motor Co., Rochester. Ar- 
non N. Benson, 409 Fifth street S., Min- 
neapolis, was reappointed secretary. 





Cleveland Painters Organize 


CLEVELAND, Feb. 27.—The Master 
Automobile Painters and Trimmers of 
Cleveland have organized an association 
which promises to aid the car owner in 
determining the character and reliability 
of those engaged in the automobile re- 
finishing business and in trimming. 

Harry R. Horn, the president, says 
that nearly all of the leading shops in 
Cleveland are members. 

The new association is undertaking an 
educational campaign which includes 
giving assistance to its members in in- 
stalling efficient cost systems and devel- 
oping better managing ability and sales- 
manship. : 
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Portland Passes Finance Rule 

PORTLAND, Ore., Feb. 27.—The Port- 
land Automobile Dealers’ Association at 
its regular meeting adopted unanimously 
the resolution of a number of Eastern 
dealers restricting the financing of auto- 
mobile sales to a sound and reasonable 
basic practice. This provides the accep- 
tance of at least one-third down, or 
slightly over thirty per cent, and with the 
understanding that the limits on de- 
ferred payments will be 18 months, but 
not beyond. Complete and detailed in- 
vestigation of credits before the exten- 
sion of the accommodation of time pur- 
chase of cars will be one further result 
of the new program. 








Secretary of Denver Dealers 
Helps Manage Recent Show 





Thomas D. Braden, secretary, aided in 
promotion of Denver’s most successful 
exhibit 
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S. A. E. Discusses Cooling 


LOS ANGELES, Feb. 27.—Engine 
cooling, radiators and steam cooling 
were the subjects discussed at the Feb- 
ruary meeting of the Society of Automo- 
tive Engineers, Southern California Sec- 
tion, held in Los Angeles. G. E. Dock- 
eray, of the Eagle Radiator Company 
and Paul Zering, of the Cartridge Me- 
chanical Works were the principal 
speakers. 

It was pointed out that more than one- 
third of, the entire energy contained in 
the heat units of fuel are wasted through 
the cooling agent, and that by properly 
understanding engine cooling these 
losses can be materially reduced. Radi- 
ator construction, the difference in vari- 
ous radiators, their efficiency, the scien- 
tific cleaning of radiators to inerease 
their efficiency, and steam cooling were 
thoroughly discussed at the meeting. 

Eugene Power, superintendent of 
transportation of the Union Oil Company 
of California, was installed as president 
for the current year, succeeding Watt 
Moreland. Ethelbert Favary, consulting 
engineer of the Moreland Motor Truck 
Company, was re-elected secretary. 


S. A. E. TO MEET AT FRENOH LIOK 


S eneeeneeeaennneieal 


Semi-Annual Meeting Will Be Held in 
Indiana June 1-4 





NEW YORK, Feb. 27.—French Lick 
Springs, Ind., has been selected as the 
place for the semi-annual meeting of the 
Society of Automotive Engineers, and the 
dates set are June 1 to 4, inclusive. The 
location was selected as the result of a 
canvass of the Society’s membership, 
and an attendance of more than 1,000 
members and their guests is anticipated. 

In co-operation with the American 
Society of Agricultural Engineers, the 
Society will hold its annual tractor meet- 
ing in Chicago March 25-26. It is 
planned to provide a number of special 
features for the meeting, in addition to 
the addresses on tractor engineering, 
production, application and operation. 

Other meetings of the year, for which 
the dates have not yet been set, are an 
aeronautic meeting and an automotive 
transportation meeting. 





Columbus Dealers Elect 

COLUMBUS, Feb. 27.—Officers elected 
for the coming year by the Columbus 
Automobile Dealers’ Co., at the annual 
meeting were: E. C. Brisley, president 
of the Columbus-Packard Co., president; 
Wilbur Winders, president of the Win- 
ders Motor Sales Co., vice president; 
Frank M. Babbitt, of the Columbus-Jor- 
dan Co., secretary, and A. B. Coates, of 
the Coates Motor Co., treasurer. The 
last year was a good one for the com- 
pany, which completed a successful au- 
tomobile show in January. 





Worsham Heads Dallas Trade 

DALLAS, Tex., Feb. 27.—At a special 
meeting of the board of directors J. M. 
Worsham of the Worsham-Buick com- 
pany, was elected president of the Dallas 
Automotive Trades Association to suc- 
ceed John E. Morriss, resigned. Mr. 
Morriss, elected at the annual meeting 
of the organization some two months 
ago, relinquished the post because press 
of other duties prevented his devoting 
the time he thought necessary to the of- 
fice. L. R. Filgo, of the Filgo Motor 
company, was named vice-president to 
succeed Mr. Worsham. 





A. E. A. Holds Toledo Meeting 

TOLEDO, Feb. 27.—Toledo manufac- 
turing and jobbing companies, repre- 
sented in the Automotive Equipment as- 
sociation, held a get-together meeting at 
the Elks’ club Friday evening. 

M. D. Graham, merchandising special- 
ist of the national association, said that 
despite the inroads made upon the ac- 
cessory business by automobile manufac- 
turers themselves the returns for 1925 
would show a 20 per cent gain in sales 
over 1924. 

“We must group accessories under the 
three heads—comfort, safety and conve- 
nience, and think of these classes at all 
times as a sales aid,’’ declared Graham. 

George Brusch, of the Walker Manu- 
facturing company, Racine, Wis., urged 
the accessory men to have their sales- 
men teach dealers how to sell equip- 
ment. Don Brisbin, of the Columbus 
McKinnon Chain company, Columbus, 
emphasized importance of leader and 
salesman co-operation. 


Motor Age 
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Stinson Designs Biplane 
With Brakes and Starter 


Four Passengers and Pilot Are 
Carried in Enclosed Cabin 
Heated by Exhaust 





DETROIT, Feb. 27.—Embodying sev- 
eral new features destined to play an 
important part in commercial aviation, 
the third locally designed and financed 
airplane to reach the production stage, 
the Stinson-Detroiter, has been officially 
tested at Packard Field. 


Brakes on both wheels allow the plane 
to come to a stop in less than 100 feet 
after touching ground. The necessity of 
having mechanics in attendance when 
the plane is started is eliminated by pro- 
viding the 200 h. p. air-cooled Wright en- 
gine with an electric starter. Using the 
brakes on the wheels to act as “chocks” 
and to assist in turning the plane, the 
pilot has complete control on the ground. 

All four passengers including the pilot 
are carried in an enclosed cabin provided 


with safety glass and heated from the. 


exhaust of the engine, while the noise 
from the engine is minimized by carrying 
the exhaust back below the cabin. 


The varied experiences of Eddie Stin- 
son, one of the oldest pilots in the coun- 
try, were employed to advantage in de- 
veloping the machine, which is a 
conventional design biplane employing 
metal construction for the framework 
with the fuselage and wings covered with 
fabric. The cruising speed is 100 m. p. h. 
with full load while at maximum throttle 
the speed is 125 m. p. h. Fuel for a six 
hours flight can be carried and the plane 
weighs 2,850 lbs. complete. 


Among the many prominent Detroit- 
ers carried on the official flights in the 
plane, piloted by Eddie Stinson, were 
William B. Mayo of the Ford Motor Co. 
and his daughter. The new Verville ma- 
chine with the folding wings, also was 
at the field. 


Travels 42 Years 


NASHVILLE, Tenn., Feb. 27.—Arthur 
C. Breast, a traveling salesman for the 
Keith-Simmons Co., of Nashville, acces- 
sory and hardware jobber, and who is 
well known to southeastern dealers, will 
round out during 1926 his forty-second 
year on the road as a salesman for this 
firm. And what is more, during all this 
period he has traveled in the same ter- 
ritory, north Alabama. 





Northwestern Dealers Meet 

MINNEAPOLIS, Feb. 27.—The first 
mass meeting of automobile dealers 
called in the northwest marked show 
week in the Twin Cities. A. R. Kroh 
and H. D. Bullock were speakers at 
many group meetings, but the big event 
took place when they addressed the Ad- 
verlising Club of Minneapolis and the 
Minneapolis Association of Sales Manag- 


March 4, 1926 


ers at a joint meeting. Mr. Kroh said 
that in the long run successful selling 
and ethical selling are identical. Prin- 
ciple must be put back into business and 
principal will take care of itself. The 
sales problem must be analyzed carefully 
if best results are to be obtained. 


Lima, 0., Holds Show 


LIMA, O., Feb. 27.—The annual Lima 
Automobile Show opened its doors with 
all of the latest models of 27 different 
makes of cars on exhibit. The show was 
held at the various show rooms of the 
dealers throughout the city, a large ma- 
jority of whom are located on “Automo- 
bile Row.” The show was organized 
as any other show with L. B. Timberman, 
of the Timberman Motor Sales Co., as 
manager. All of the sales rooms were 
especially decorated for the occasion and 
there was dancing at several places as 
well as an “Old Fiddlers’” contest, 
staged in the Y. M. C. A. 


New Star Dealers 

VANCOUVER, B. C., Feb. 27.—Ball- 
Campbell Company Ltd., distributor of 
Star cars has named the following asso- 
ciate dealers: Mackenzie Motor, Ltd., 
Kingsway and Eight, Vancouver, and 
Ross Motors Ltd., 15th and Granville 
Street, Vancouver. 


Furniture Co. Sells Hudson 

MINNEAPOLIS, Feb. 27.—The New 
England Furniture & Carpet Co., has 
introduced an innovation in the way of 
an automobile agency. The company will 
open an automobile department with ex- 
clusive sale of Hudson-Essex cars. The 
display will be on the main floor. Harry 
I. Dafoe, formerly of the McNulty-Dafoe 
Co., and the Fawkes Automobile Co., is 
manager. The manager believes this is 
the first exclusive furniture firm to add 
automobiles to its house furnishing 
stock. 





Fort Wayne Plans First 
Official Radio Exhibit 
March 4, 5 and 6 Are Dates Set 


for Show by Dealers’ 
Association 








FORT WAYNE, Ind., Feb. 27.—The first 
official Fort Wayne radio show will be 
held here March 4, 5 and 6, according 
to plans of the Radio Dealers’ Associa- 
tion. The radio dealers had planned to 
participate in the Fort Wayne automo- 
bile show, but did so individually and 
only a small portion of the dealers and 
distributors of radio apparatus were 
represented. 


J. B. Duesler has been named general 
chairman for the radio show and also 
will head the committee on prizes. C. H. 
Lines is chairman of the show commit- 
tee; L. Roussey is chairman of the ad- 
vertising committee; Linus Link of the 
music cammittee. 


Officers of the association are Herbert 
C. Wall, president; B. J. Duesler, vice- 
president; C. H. Chadwick, secretary, and 
C. R. Coolidge, treasurer. 


Firms that will participate in the ex- 
hibit are: 


Main Auto Supply Company, National 
Auto Supply Company, Garmire Electric 
Company, Willard Battery Service, Rous- 
sey Auto Supply Company, Packard 
Music Company, Duesler Music Gompany, 
Link Music Company; Spiegel Music 
Company, Radio Tube Laboratories, 
Korte Brothers, Indiana Radio Company, 
Miller Radio Company, Excelletone Radio 
Company, Brunner Radio Company, Hill 
Radio Company, Auto Electric Company, 
Rosenwinkle Music Company, and C. H. 
Lines. 








Coming Motor Events 














Automobile Shows 
Boston Mar. 6-12 
Ft. Worth, Tex Mar. 6-14 
Bethlehem, Pa Mar. 7-13 
Saginaw, Mich Mar. 18913 





Detroit Mar. 29-Apr. 3 
(Second annual Motor Bus Show) 





Conventions 


North Carolina Automotive Trade Associa- 
tion, annual, Winston-Salem, N. C., 
March 17. 

Texas Automotive Dealers’ Association, 
Tenth annual, Galvez Hotel, Galveston, 
Tex., May 12-13. 


Automobile Body Builders’ Association, 
annual, Hotel Statler, Detroit, June 
8-10. 


COMING FEATURES OF CHILTON 


May 6—Moror Ace—Sales and Service Ref- 
erence Number. 


Races 


Los Angeles, Cal 
Fresno, Cal 


Mar. 21, 1926 
April 15, 1926 
Atlantic City, N. J May 1, 1926 
Charlotte, N. C May 10, 1926 
Indianapolis, Ind......................... May $1, 1926 
Altoona, Pennsylvania June 12, 1926 
Laurel, Maryland June 26, 1926 
Salem, New Hampshire July 6, 1926 
Ttlantic City, N. J July 17, 1926 
Altoona, Pennsylvania Sept. 6, 1926 
Salem, New Hampshire Sept. 25, 1926 
Laurell, Maryland.......................... Oct. 9, 1926 
Atlantic City, N. J. Oct. 23, 1926 
Charlotte, N. C Nov. 11, 1926 
Los Angeles, Cal Nov. 25, 1926 









































CLASS JOURNAL PUBLICATIONS 


May—Automobile Trade Journal—*Big- 
gest Market” Issue. 
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$200 6-p Tour 1,745 3215 > «CO Sport Sedan ' 5-p Sedan 2395 354 Brg. Sed. De 696 
pete 3-p Coupe 1,796 3215 5-p Sp 3595 5 - ioe , i ham 2d. 1, 
i mamaM SB ne Be Tp Sedan De Luxe 2.08 
3450 6-p eo yee CUNN “Vy-6” A Reade 1,395 aaae 7-p Ber. — Del. 2'185 
en f - o , 
a760 7p Bedan 1500 a> Bp Tearing 6.160 a6 Bp Coupe Roadster 1.498 | 3530 Sp Victoria Del. 2,485 
9 » Dp. 7,600 4-p Coupe * ff em ‘ Pit] 41) 
I K 6 Standard 4 5 0 0 4 p e ——  aeeecerens 4 d. ° 15 
— . Roadster $1,126 4700 4-p Elaine 8,100 2940 6-p — 1,676 eedster 2,195 
2845 2-p 1,150 6-p L 5- Broug 2-p Sp 9.485 
2955 5-p Touring 1,195 5000 2965 p “Jr. 6” , 7. eo 2-p Speedster Del. 2'295 
$020 2-p Coupe ie DAGMAR, 7” - §:p Coach. 1,085 — noe ol 2,585 
31 S 3, cones 5-p a 4-p r , 
OE oe, [me te Bee, nae | tp SA a | = 3 Soe is 
3230 6-p 4 : 3800 4-p Sp. Tou FORD » m. Rims | --~-~ 2-p Enc. Sp 2,195 
in, W. B) lh 5 og 2840 | Without Starter and De $290 | 2 1 3086 
120 in. W. B. 4-p © 2,54 Runab —_ oa . » 
3350 re Roadster et 4200 5-p Nay eg a 4,750 sees 2-p ith ll Tires a8 “ere i> Mune. Spd. Del. 2,388 
Re 1,395 4700 Sp Sedan 4:760 1640 > Wath Balloon Tires 388 | “~" S-p Phaeton Det. 2,185 
3670 -p . 4 7- Sedan . 164 Dem Rims eieeiteanaael 5-p Phaeton 2 086 
3765 6-p Sedan — 6 . With Starter and 875 | ams 7-p Touring 2,285 
(128 in. W. B.) “6-60 - Runabout ° i coe ¥ Touring Del. 095 
4 Sp. Roadster 1 = 2. Roadster ett erg nial With Balloon Tires poo ssa 7-p Coupe Roadster 2 “86 
ae Touring 1,5 fh 2 ge a 785 | 165 Touring eS 420 | avvveeee sane Coupe 886 
36356 6-p Sp. Club 1,765 3200 4-p D. 1,78 1728 5-p ith Balloon Teves 420) | -------- 4-p De Luxe 2, 
$805 4-p Country 1,795 | 3150 6-p ‘Touring 2,445 | 3738 oe —_—i oo . bee Gee” 800 
3855 > sn tel Sedan vier 3500 6-p Sedan 1851 2-p With Belicon Tires a4 pra -p a Sed. Del. yee 
3940 -P , 1, mo ¥ . - we 
4026 7-p Sedan DAVIS “92” i972 Wath Balloon Tires Th een (an lame 3,485 
ILLAO Roadster eaty py 5-p (Sedan, Fordor 628 conmoce ae Berl. Sed. DeL. a 586 
on “314” Standard Line 94 Ha Legion. Tour. 1595 2004 With Balloon Tires ma . Victoria DeL. 2,885 
ae ee we $3,045 | ‘3000 ES Sepeieet Qotee SOE FRANKLIN |, we  %-p Victoria DeL. 
4040 2-p Coupe 3,195 | 3060 6-p = t Road. $2,750 | yx INGTON “6-50” 
4210 5-p Sedan 3,295 285 3- Sport Road. 2,63 1,895 
HE ce 2,995 25 5-p Touring 388 3846 5-p Touring 2,700 0 8-p Roadster +7898 
a t> foo ese | 2500 bp Sedan 1,285 | 3965  3-p me a 3,090 | 2560 Bb sedan” : ate 
4380 7-p Im ,095 50 3-p Coupe 75 6-p Sedan 3,150 425 6-p dan 2,2 
4-p Victoria 24 31 -p Sp. Coupe , 3 -p Landau Se l. 
"Custom Bult ais ep Roum osha | Bee Ee Bom, He soo > andauist "on app 
n. er ou ’ 
yoann 3.250 | 2995 5-p Roadste 1995 | 3275 7-p Cabriolet $172 | LINCOLN _ $4,000 
4065 3-p Roadste 3100 — De Luxe Sedan 4 996 3135 > Oxford Sedan 4460 2-p poate e 4,00 
ne 3,250 | 3169 6-5 Cabriolet Luxe 2,095 | ------~ y+ ER eee J £900 
oo 6 Tes $250 | 3170 6-p Sedan (136 in. sj; 6-8" $1,395 | 478) 4-p Sport Phacton 4,900 
- ae '. ,69 , * ' 
4300 > Coupe aise a one W. B.) : 3150 65-p a 1,395 cc <3 Sedan 1500 
4300 5-p Sedan 4285 3160 4-p Sp. oe oe 1,645 4886 4-p Sedan ere 
4400 7-p = Suburban 4,485 DGE BROTHERS Fe 8? Ss 6 ——. +. 5°30 
— > ee | oer 2p Special Roadster 645 | 3440 62> — + ie a 7 nee 
2-p Special Roa 795 —_ 95 | 49 
— on Mee 810 | 2567 5-p Spec. Touring 845 480 oan Renaster | L798 amen. 7,460 
= & oo "885 2628 2-p Coupe “B" “BY $95 3740 6-p Brougham 2'098 ss00 6é-p §6Spertit Tour, Tie 
— uring 2,160 2-p Spec. Coupe 89 380 4-5 abeintae 2,095 | 6339 7-p Touring Sedan 10,050 
3470 5-p Sp. o ,590 2718 5-p “B”’ Sedan +43 3580 “Pp Imp. Sedan 8 630 5-p Victoria 1 040 
5-p Sedan 2°590 2847 : ec. “B” Sed. 3730 5-p 5 ' Brougham 9,500 
3650 5-p Brougham —- 2. bee. VA" Gee. 1.088 RAY - ore 1p Touring Lim. 5050 
= send 8p c “s es | cee Te ean aeons 
$950 7-p Touring 2975 —— $065 Sp Soden 5600 7-p — 
4320 7-p Sedan —— pried HERTZ “p-1” aie a1 
‘ 2 2 2 ee. _ Oo ’ 
CHANDLER “35 $1,695 oe rt Roadster $6,650 -p Touring aan 3100 i Touring 2,266 
3090 2-p Roadster 1,645 00 5-p Phaeton t 3800 5-p Sedan ; 3000 4-p Coupe 2.285 
3085 5-p Sport Touring 1645 cee 4-p Sp. Phaeton 3 3250 : Pp > at 2 286 
3233 7-p | ce 1.695 et 5-p — t HUDSON “Super Six” oa io Brougham ’ 
3309 5-p roug 1,895 4500 1-p Sedan eton $699" 0 
3525 5-p Met. ie teens 1,590 do not quote 3400 T-p Soe $1,280° rtif Tour. 5,50 
3498 65-p se tg di £995 tManufacturers do aoe 4 Brougham 44d, 1, ‘sage atid 4 —_, At 
3594 7-p list prices. 34 # Sedan 2 “P upe 300 
CHEVROLET K) PONT _ 00 Delivered, Detroit. Mfrs. do not | Mes Victoria anen) 7480 
“Superior” (Series es Roadster et te FO. B. prices, J neue -p Sed. (divided) 7.0) 
$510 3300 2-p o oeee HUPMOBIEE f= 5-p briolet "600 
ui ES Riine,. ‘He | 3S 22 Beate =~ i |— 1p Limousine 78 
2030 2-p Urility “Coupe sap | 3800 7-p Touring | 275 ae $1325 | oo é-> ‘Brougham 
2130 5-p Coach 735.) 5 2800 62> Sedan . McFARLAN “6” 
— 2 Eos eee DURANT A-22 —— 1,945 ciate 7-900 
oe 730 ring 2-p Roa ter : 
CHRYSLER .-4 W. B). 2300 6-p —— : 805 — 7 Somes ote — _— _ : 36a 
Py Roadster in. meee 875 | 3298 ap Conse 2,345 — tf tae 
so seoees "? . Coup 410 5-p 2,4 re f 
-p Touring 480 4-p Spec 880 | 3 -p Berline 
2406 2p Club Coupe 936 2650 > Sedan 995 | ....... ” 
2510 5-p Coach 995 2710 6-p Spec, 
2570 6-p Std. Sedan 
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Prices and Weights of Current Passenger Car Models 





SHIP, 
WT. PASS. BODY STYLE. PRICE 
McFARLAN a SS eee 


3860 4-p Coupe 
3850 56-p Sedan 
. 5-p Spec. Sedan 
3850 7-p Sedan 
--. O-p Sub. Sedan 
a 7-p Sub. Sedan 
.. 6-p Brougham 4d, 
sory’ 
4000 2-p Roadster 
4600 4-p Sp. Touring 
4900 4-p Coupe 
5200 4-p Tour. Sedan 
6200 7-p Tour. Sedan 
mai - 6-p Sedan 
ous 7-p Sedan 
cunianial 7-p Spec. Sedan 
comments 7-p Enc. Sedan 
— 7-p Sub. Sedan 
5200 7-p Town Car 
“Straight 8’ 
ome 2-p Roadster 
a 4-p Roadster 
eomnnnn 5-p Touring 
epee 7-p Touring 
neon 5-p an 
_ 5-p Sub. Sedan 
uneaitt 7-p Sedan 
ecccesce 7-p Sub. Sedan 
asm 4-p Coupe 
cnn 5-p Coach Broug. 
ane 5-p Town Car 
MARMON 
ssa’ 
3695 2-p Roadster 
3604 5-p Phaeton 
3704 7-p Touring 
3799 5-p Broug. Coupe 
3764 4-p Victoria Coupe 
3616 2-p Std. Coupe 
3869 5-p Sedan 
3859 5-p Sedan De Luxe 
3999 7-p Sedan 
3974 7-p Sedan De Luxe 
3969 §-p Sedan Lim. 
3999 7-p Sedan Lim. 
MOON 
Series “A” 
2600 5-p Roadster 
2720 5-p Cab. Roadster 
2560 5-p Touring 
2710 5-p Coach 
2710 5-p DeL. Sedan 2d. 
2850 5-p Std. Sedan 4d. 
2860 6-p DeL. Sedan 4d. 
London 
3270 6-p § Sp. Touring 
3290 7-p Touring 
3590 5-p Petite Sedan 
NASH 
“Special” 
2870 2-p Roadster 
2980 6-p Touring 
3030 2-p Business pas 
3120 5-p Sedan 2d, 
names 5-p Sedan 
3300 6-p Sedan 4d. 
“Advanced 
(121 in. W. B.) 
3320 3-p Roadster 
3400 6-p Touring 
3550 6-p Sedan2d 
“Advanced” 
(127 in. W. B.) 
3480 T-p Touring 
3640 4-p Victoria 
3750 5-p Coupe 4 d. 
3830 7-p Sedan 
OAKLAND 
««g” 
2425 2-p Roadster 
2500 6&-p Touring 
2600 4-p Sp. Roadster 
2640 6-p oach 
2615 3-p Landau Coupe 
2765 6-p Sedan 
2885 6-p Landau Sedan 
OLDSMOBILE 
_ 4639" 
2235 65-p Touring 
seeeeene 4-p Del. Roadster 
2446 =5-p Sp. Touring 
nanan 2-p Coupe 
2480 5-p Coach 
severees 2-p De Luxe Coupe 
2660 6-p De Luxe Coach 
2535 §-p Sedan 
2736 6-p De Luxe Sedan 
OVERLAND 
“91” 4 
in. W. B.) 
1819 6-p Touring 
2205 65-p Sedan De Luxe 
2202 6-p = Std. Sedan 2 d. 


March 4, 1926 


3,180 
3,180 
3,180 


3,180 


5,400 


1,595 


1,985 
1,986 
2,540 


$1,115 
»135 
1,1 

1,215 
1,315 
1,445 





SHIP. 
WT. PASS. BODY STYLE. PRICE 
OVERLAND (Continued) 


$693" 6 
(112% in. W. B.) 
wn 56-p Touring 895 
2443 5-p Std. Sedan 895 
2584 5-p Sedan DeLuxe 1,095 
PACKARD 
“#6” 
(126 in. W. B.) 
3643 4-p Roadster $2,785 
3653 5-p Touring ,685 
3595 4-p Sp. Touring 2,750 
3753 4-p Coupe 2,58 
3937 5-p Sedan 2,5 
(133 in. W. B.) 
3793 7-p Touring 2,785 
4043 7-p Sedan 2,785 
setsieiiain 5-p Club Sedan 2,725 
4133 7-p Sedan Lim. 2,885 
46Q99 
(136 in. W. B.) 
4060 4-p Runabout 3,950 
4090 5-p Touring 3,75 
4023 4-p Sp. Touring 3,900 
4242 4-p Coupe 4,650 
4528 5-p Sedan 4,760 
oman 2-p Coupe 5,775 
(143 in. W. B.) 
4199 7-p Touring 3,950 
OE 5-p Club Sedan 4,890 
4655 7-p Sedan 5,000 
4710 7%-p Sedan Lim. 6,100 
PAIGE 
$69 4.26”" 
a 5-p Std. Sedan 1,495 
oommnns 5-p Sedan De Luxe 1,670 
eoemmean 4-p Cab Roadster 2,295 
min . 7p Sedan ,995 
eonesese 7-p Limousine 2,245 
PEERLESS 
6-72"" 
(126 in. W. B.) 
3175 6-p Touring $1,895 
3425 5-p Coupe 2,295 
3500 5-p Sedan 2,395 
(133 in. W. B.) 
32756 2-p Sp. Roadster 2,195 
3300 7-p Touring 1,995 
3700 7-p Sedan »59 
3825 7-p Limousine 2,695 
“ean? 
(116 in. W. B.) 

2950 5-p Sedan $1,495 
3140 5-p Std. Sedan 1,595 
“8.69” 

(133% in. W. B.) 

— ... Roadster $2,995 
oomennt 5-p Sedan 3,495 
_——— 7-p Sedan 595 
wwe. PD # Berl. Limousine ........ 

PIERCE-ARROW 

6633" 
4350 2-p Runabout $5,250 
4500 4-p Touring ,260 
4690 7-p Touring ,250 
4730 3-p Coupe ,800 
4800 4-p Sedan 6,900 
4960 7-p Sedan 7,000 
4760 4-p Coupe Sedan 6,900 
4730 6-p Brougham 6,800 
4850 7-p Limousine ,00 
5060 7-p Enclosed Lim, 7,000 
4780 7-p French Lim, 7,000 
4730 6-p Landaulet 7,000 

*R0"" 
3205 2-p Roadster 2,895 
3260 4-p Phaeton 3,095 
3385 7-p Phaeton 2,895 
3430 5-p Coach 3,150 
oun 5-p Coach 3,250 
sensuaai 7-p Coach 3,350 
witeiine 7-p Lim-Coach 8,45 
3365 4-p Coupe Landau’ 3,82 
3335 4-p Coupe 3,695 
3440 5-p Sedan 3,895 
3560 7-p Sedan 3,995 
3615 7-p Enc. Dr. Lim. 4,045 
PONTIAC 

(110 in. W. B.) 

2270 2-p Coupe $ 825 
2335 5-p Coach 825 
REO 

sorpg’ 
3350 2-p Roadster $1,665 
3182 5-p Sp. Touring 1,395 
3350 2-p Coupe 1,49 
3350 2-p Spec. Coupe 1,565 
3515 5-p Sedan 4 d. 1,565 
3615 5-p Spec. Sedan 1,745 
REVERE 

6695" 
3900 2-p Sp. Roadster $2,750 
3975 4-p Speedster 2,750 
4050 6-p Touring 2,760 
4300 S-p Sedan 3,800 





SHIP. 
WT. PASS. BODY STYLE. PRICE 
REVERE (Continued) 





‘sr’? 
3700 2-p Roadster 3,200 
3800 4-p Sportster 3,200 
3970 5-p Touring 3,200 
4400 5-p Sedan 4,000 
RICKENBACKER 
66 
(117 in. W. B.) ; 
iden 5-p Touring $1,750 
nena 7-p Touring 1,795 
eemen 4-p Roadster 1,795 
3116 5-p  Coupe-Sedan 1,695 
3202 5-p Brougham 1,895 
one 4-p Coupe Roadster 1,920 
3040 4-p Coupe DeLuxe 1,995 
3317 5-p Sedan 2,095 
annem 7-p Sedan 2,195 
*B-R’’ 
(121% in. W. B.) 
enieien 4-p Roadster 2,195 
ose 5-p Touring 2,160 
ques 7-p Touring 2,195 
asia 4-p Sup. Sp. Road- 
ster 3,250 
— 5-p Counc Sedan 2,095 
3486 5-p Brougham 2,295 
omuemn 4-p Coupe Roadster 2,320 
3440 4-p Coupe DeLuxe 2,395 
anuinen 5-p Sedan 2,495 
omenene 7-p Sedan 2,595 
conabean 4-p Sup. Sp.Sedan 56,000 
ROAMER 
**6-50-55”" (115 in. W. B.) 
_— 5-p Spec. Tourer 1,295 
enmunetn 5-p Spec. Sp. Tourer 1,395 
anata 2-p Bus. Coupe 1,395 
sania 5-p Coupe 1,395 
panei 5-p Sedan DeLuxe 1,695 
“§-54-E”’ (118-138 in. W. B.) 
a 4-p Roadster 2,385 
ee. 4-p Tourer 1,985 
cumions 4-p Sport ,285 
menos 7-p Tourer ,285 
—— 3-p — 2,750 
eum 5-p 2,950 
**4-75-E”’ rity in. W. B.) 
“Custom Built’’ 
—— 2-p Speedster 3,485 
— 3-p Sport 3, 
caitlin 4-p Tourer . 
“8-88” (138 in. W. B.) 
auunien 4-p Roadster 2,750 
enmeans 5-p Sport 2,750 
—— 5-p Tourer 2,495 
snieinn 7-p Tourer 2,585 
einen 2-p Speedster 2,985 
namin 5-p Sedan 1,995 
canines 3-p Cabriolet 2,950 
iansiiniate 5-p Spec, Sedan 3,485 
cnieibiens 7-p Sedan (136-in. 
Ww. B. 3,285 
one 5-p Brougham 2,895 
ROLLS-ROYCE 
cana Chassis tt 
Tt Manufacturers do not quote 
list prices, 
STANLEY 
**962”"" 
3600 5-p Phaeton $2,650 
4000 5-p Sedan 40 
STAR 
66g 
annuane 2-p Roadster 525 
onanie 5-p Touring 525 
eusiinees 2-p Coupster 610 
amninens 5-p Coach 695 
in 5-p Sedan 4 d. , 795 
Standard ‘“6”’’ 
— 5-p Touring 695 
ene 2-p Coupster 745 
sashaniianaie 2-p Coupe 820 
anemia 5-p Coach 880 
ne 5-p Landau Sedan 975 
STEARNS-KNIGHT 
“KR” (4) 
omen 4-p CoupeR’dster $1, be 
3775 5-p Touring 1,595 
4250 5-p Sedan 2,095 
3750 4-p Coupe Br’ham 1,995 
enced 5-p Brougham 2,095 
*S.6-95”? 
a 2-p Roadster 2,395 
3775 6-p Touring ,395 
3850 7-p Touring ,49 
4025 2-p Coupe 3,395 
one 5-p Brougham 2,750 
4275 4-p Sp. Coupe 2,850 
3950 5-p Sedan 2,750 
4275 7-p Sedan 3,15 
wnienaee 4-p Sp. Sedan 3,050 
*C-6-75” 
3525 4-p Touring 1,875 
3540 5-p Touring 1,875 
3560 2-p Sport Coupe 2,185 
3650 5-p Coupe Br’ham 2,350 
3700 5-p Sedan 2,476 
3700 4-p Brougham 2,476 








SHIP. 
WT. PASS. BODY STYLE. PRICE 
STEVENS-DURYEA 
5300 2-p Roadster $8,150 
5500 7-p Touring 7,500 
6425 4-p Sp. Touring 7,750 
5600 4-p Coupe ,000 
5730 4-p Sedan 10,000 
5850 6-p Sedan 9,675 
5750 6-p Town Brough. 10,175 
6100 6-p Vestibule Lim. 9,675 
6210 7-p Vestibule Lim. 10,175 
6150 7-p % Limousine 10,175 
6200 7-p Cabriolet 10,175 
STUDEBAKER 
Standard Six 
2760 3-p Du. Roadster $1,125 
2810 3-p Sport Readster 1,295 
2870 5-p Du. Phaeton 1,145 
2945 3-p Country Club 1,295 
29380 5-p Coach 1,195 
3260 5-p Sedan ,295 
3260 5-p Sedan 1,395 
Special Six 
3380 3-p Du. Roadster 1,395 
3500 4-p Sp. Roadster 1,595 
3495 5-p Du. Phaeton 1,445 
3685 4-p Victoria 1,75 
3710 5-p Brougham 1,795 
3520 5-p Coach 1,445 
3875 5-p a 1,895 
Big Six 
(127 in. W. B.) 
3785 7-p Du. Phaeton 1,775 
4030 5-p Coupe ,045 
4030 5-p Brougham 4 d. 2,095 
4050 7-p Sedan 2,145 
4080 7-p Berline 2,225 
(120 in. W. B.) 
3320 3-p Du. Roadster 1,495 
3425 4-p Sport Roadster 1,645 
3505 5-p Sport Phaeton 1,575 
3750 5-p Club Coupe 1,650 
3760 5-p Sedan 1,895 
STUTZ 
$A-A” 
quences 2-p Speedster $2,995 
ecovenee 4-p Speedster 2,99 
a 5-p Brougham — 2,99 
onus 5-p Sedan 2,995 
cea 4-p Vic. Coupe 2,995 
oneene 2-p - Coupe 2,995 
VELIE 
60" 
3030 4-p Sp.Roadster $1,495 
3025 5-p Club Phaeton 1,450 
3150 3-p Coupe ,450 
3340 6-p eval Sedan 1,750 
3005 5-p Brougham 1,425 
seipiniaaien pan De Luxe Sedan 2,150 
WILLS SAINTE CLAIRE 
1. 
(127 In. B.) 
3500 7-p detent $2,885 
3520 5-p Sedan 388 
3635 7-p Sedan 3900 
*C-68” 
(127 In. W. B.) 
3350 4-p Roadster 300 
3450 4-p Gray G. Trav. 3300 
3600 5-p Sedan 085 
“D-68” 
(127 In. W. B.) 
3550 4-p Gray G. Trav. 3,300 
3450 4-p Roadster 3,300 
3625 4-p Cab. Roadster 3,950 
3800 5-p Std. Sedan 3,950 
3825 7-p Sedan 4,050 
3820 5-p Brougham 4,050 
3710 5-p Spec. Sedan 4,050 
3875 7-p Enc. Limousine 4,150 
“<“WW-6”” 
(127 In. W. B.) 
3650 7-p Phaeton 2,800 
3410 4-p Roadster ,800 
3550 4-p Gray G. Trav. 2,800 
3680 5-p Sedan 3,185 
3765 5-p Vogue Sedan 3,400 
3770 5-p Vogue Broug. 3,4 
3775 7-p Sedan 3, 
“7-6” (127-in. W. B.) 
3675 5-p Traveler 3,000 
3580 4-p Roadster ,000 
3750 4-p Cab. Roadster 3,650 
3900 5-p Sedan »650 
esaliniin 7-p Sedan 3,750 
ciate 7-p Limousine 3,850 
3920 5-p Brougham 3,75 
3810 5-p Spec. Sedan 3,760 
WILLYS-KNIGHT 
66” 
3323 2-p Roadster 1,750 
3395 6-p Touring 1,760 
35686 7-p Touring 1,950 
3582 5-p Coupe Sedan 2,095 
3672 5-p Brougham 2,095 
3664 4-p Coupe 19 
3686 5-p Sedan 29 
33822 T7-p Sedan 2,495 
s670"" 
one 5-p Touring $1,295 
3050 5-p Sedan 1,495 
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AMERICA’S FASTEST-GROWING 
MOTOR CAR BUSINESS 


( In New York, in Philadelphia, in Chicago, in Kansas City, 
Memphis, Atlanta, Los Angeles, everywhere, sales tell the story 
—the Moon- Diana business is growing faster than any other 
factory group marketing cars in the same price field with the 
Moon New-Power Six or the Diana Light Straight Eight. 


(| And, of course, this means that Moon-Diana Dealers are the 
fastest-growing merchants. They are the chaps who are putting 
these carsacross, making thesalesand achieving newsales records. 


(| Now, here’s the question. Can you afford to stand by and 
allow this real profit-making opportunity to go marching on 
without stepping into line? 


( Man, it’s the chance of a life-time. The Moon-Diana Propo- 
sition really merits your serious consideration now. Come, dro 
me a line, or better, hop on the next train for St. Louis—there's 
nothing to beat getting your information first-hand. 


Sincerely, 


) : Ce Wi y 4, r j 
LE} \\“ PRESIDENT 


It’s a great thing to be connected with a Successful Company 


Built by the MOON MOTOR CAR COMPANY, St. Louis 
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X—Sleeve valve 
zZ—Balloons on closed m 
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Y— Yes 
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Pu—Pump 
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YP vr— Pressure 
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I-R—Internal rear wheels 
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B-T— External transmission 
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deliveries!’’ 


Springfield, Ohio, Jan. 24 
“We have found the Improved 
Chevrolet to bea wonderful 
stimulant to our business. Our 
deliveries this month will un- 
doubtedly be fifty per cent 
greater than any January we 
have ever had. At our local 
show this week we have re- 
ceived twice as many prospects 
as we have ever received at 
any show.” 

! SHAWNEE MOTOR CO. 


“strongest demand 
in our history!” 

Norfolk, Nebr., Jan. 23 
“Our enthusiasm prompts us 
to make the statement that the 
showing of the Improved Chev- 
rolet V series is attracting much 
interest. Public cannot com- 
prehend how it is possible to 
build such a quality car at so 
low a cost. Performance re- 
markable. Strongest demand 
this season of year in history 


of our business.” 
RYAL MILLER CHEVROLET CO. 


“talk of the town; 


show room crowded!”’ 


Richmond, Va., Jan. 23 
“Improved Chevrolet talk of 
the town. Our show room 
crowded since cars on display. 


Landau a real sensation. 
MARTIN CHEVROLET SALES CORP. 


“look for an unprec- 
edented year in Chev- 


rolet sales!’’ 


Indianapolis, Ind., Jan. 22 
“For brilliant performance, 
comfort,dependability andstyle 
the new Improved Chevrolet is 
the quintessence of quality at 
low cost. Judging from our Jan- 
uary record we look for an un- 
precedented year in Chevrolet 
Sales.” 

MARION CHEVROLET CO. 
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Sending Sales to 
New High Marks 


At the left are shown four ot the hun- 
dreds of telegrams sent to Detroit by Chev- 
rolet dealers since the Improved Chevrolet 
was announced. The finest Chevrolet in 
Chevrolet history, at new low prices, is 
scoring all over the nation a success that 
is sending Chevrolet sales to new high 
points week after week. 


CHEVROLET MOTOR COMPANY, DETROIT, MICH. 
Division of General Motors Corporation 


QUALITY AT LOW COST 
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FREE , SPECIAL PROPOSITION 
¢ totire dealers. It’s new! 
Write for full details .. . today. 


up 


a E 
a [ 7 


mf 


f 





HERP’S the 
SECRET! 


HE basic idea behind this success 
is quite simple. It’s just this: 
1. Concentration on one brand—one 
line. | 
2. Cash business only. 
3. Simple but resultful local advertising. 
4. Guaranteed quality — backed to the 
limit by us, as manufacturer. 
The big pointis... that any tire dealer, 
anywhere, can apply these same 
sound principles and duplicate these 
results! Beginning right now. 


Write, today — for special 
free proposition 

Your own tire knowledge will tell: you 
that the EMPIRE is right—compares 
with the best in weight—in price—in 
the durable, lasting stuffthat’s init. But 
you’ve got to see it. 

Act on this thing, right now. Write 
for details on our special proposition. 
It’s something entirely new; something 


you’ve never had before. Try it... 
and see! 


EMPIRE TIRE & RUBBER CO. 
Trenton, N. J. 





y 


‘Tire-dealers 


Read how this man 1n- 
creased his sales 45% 





* 


An open letter from one of you—a veteran with 
20 years’ experience selling tires. This is news! 


» e ® 


January 12, 1926. 


Empire Tire & Rubber Corporation, 
Trenton, N. J. 


Gentlemen: 


We have been selling Empire tires and tubes for about 
eight years. We have sold this line exclusively, and have 
not sold any other make of tire during that time. 
Wherever we sold a‘party we were always able to go back 
and sell them again, the next time they needed tires. 


Empire tires always give us satisfaction; in fact, wes 
have one customer who has about eight cars and when he 
buys a new car he pulls off the tires that come on the car 
and trades them in for Empire cords. He feels that there 
is no tire on the market today which equals Empire in 
quality and price. 


The price of Empire tires has always been in line with 
other standard makes—and we think just a little cheaper. 


We will be glad to recommend Empire tires and tubes 
to anyone who wants tires for service. During the time in 
which we have sold this brand, the cooperation which the 
company has given us could not be equalled. They have 
always been ready and willing to help us in any way that 
they could. 


Our policy is to stick to one line, and push it, rather 
than to try to carry two or three lines; this policy has 
always paid us. 


Yours very truly, 
CAUGHMAN BROTHERS, INC., 
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NO EXCUSE for using a Brunner Air Compressor to fill tires only. 
It can be kept busy every minute of the day. There are many garage 
jobs that a Brunner can do quicker, cheaper, better than any other 
method—and Brunner’s not through yet. Backed by twenty years’ 
experience, we are constantly developing new uses for air, new 
accessories for compressors, new channels of profit for you. 


Every time you adda power burden to your Brunner, you add profits 
to your business. Don’t limit your income by a lack of foresight. 
Brunners are built to do many jobs. Are you giving yours a chance? 
Send for the catalog today. There’s profit on every page. 


BRUNNER MFG. COMPANY, UTICA, N. Y. 


Cincinnati Kansas City San Francisco Toronto, Can. 





BRUNNER MODEL 
Assembled Unit 
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What is your Compressor doing? 





Brunner Paint Spray 
Gun | 

Best and quickest way to : | 
paintused cars. Easy to handle | : 
and clean. Perfect balance. 
The Brunner No. 500 Spray 
Gun is the most efficient tool 
of its kind on the market. 


—— 


: Brunner Pneumatic 
Valve Grinder 


Eliminates hand finishing. Has 
: variable controlled speed—10 
to 10,000 oscillations per min- 
ute. Lightest tool of its kind. | | 
Doesn’t tire operator. 





Brunner Engine 
Cleaner : 


Brunner No.78 Engine Clean- | 
er reaches every spot with 
heavy direct pressure. Pre- | 
| vents short circuit due to oil- [| 

soaked wires. Cleans in half 
: | the time formerly required. | 





Lubricating Springs. Spread 
| yoursprings and Brunnerdoes 
the rest. Powerful stream of 
oil reaches every spot. 


—~_ 





















Brunner Manufacturing Co. 
Utica, N. Y. 


Please send me the Brunner Catalog. 
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The Handwriting 
on the wall/ 


Here is the picture faced by the dealer han- 
dling only a four-cylinder line. Note how his 
market has been S-L-I-P-P-I-N-G out from 
under him, year after year. What are his pros- 
pects for profit in 1926, 1927, and future years? 





25 PERCENTAGE SCALE 
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1921 1924 1926 
This chart shows the decline of the 4-cylinder market above the“pony” 
class,from1920to1926. Willys-Overland anticipated thisconditionand 
are today offering their dealers the most complete line of six-cylinder 
automobiles ever produced by any single maker—in ADDITION tothe 
4-cylinder Overland Sedan, in the “pony” class, at $595, f.0.b. factory. 


Now-in the great WI LLYS- 
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IVE years ago, John N. Willys prophesied that very 

thing to members of his organization. Five years ago, 
he said that the time was rapidly approaching when a 
four-cylinder car above the “pony” class would be con- 
sidered as obsolete as was a two-cylinder car just before 
the ‘war. 


Whereupon, he laid down to our Engineering Depart- 
ment the great program which reached its full fruition 
this past month in the announcement of the Willys- 
Knight “70” Six—with an engine which produces greater 
horsepower, per cubic inch of piston displacement, than 
any American-built stock engine, and is equaled among 
European cars only by the Daimler-Knight. 


Even though our line lacked the “70” Six last year, 1925 
was the greatest year in Willys-Overland’s history —the 
greatest in DEALER profits! 


Never has any year in our history started off quite so 
auspiciously as 1926. Our record of retail orders at all 
Shows held thus far—starting with New York—has been 
most gratifying—in each case registering a new high. 


Every indication points to 1926 as by far the greatest year 
any Willys-Overland Merchant ever had. Write for con- 
fidential franchise details. 


Willys-Overland, Inc., Toledo, Ohio - - #£Willys-Overland Sales Co. Ltd., Toronto, Canada 


| OVERLAND LINE -£3573% 


VEVY DUYSE 
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Important 
Z An Important N 
Accessories — 








| ‘Have You Heard The. 
’| Shoe String Story’ — 


Did you ever break a shoe string in the morning, then tie a 
knot in it and say to yourself, “I must get new laces today”? 


- Then the next you thought of it was that night when you took 
off your shoes and said, “Doggone it, I forgot to get those 


blankety-blank laces.” 











te for several days you went through this same resolve and Stewart-Warner Family 
orgetting. 
| | Sai AOI for SAFETY and 
Had you seen a window display of laces with a sign, “We have 
shoe laces,” you would have been reminded instantly—and how SERVICE 
quickly you would have purchased a pair. —_- 
- Practically every car owner is “going ’round” in need of some- Shock Absorbers 
| thing that he has resolved to buy when he “thinks” of it. He pe 
_ says, “I'll get that spotlight the first chance I get”—or—‘“T ve got P 
to have shock absorbers, and a windshield cleaner,” etc., etc. Rear Fender Guards 
We §=You can make him “think”—right where it will make the sale Spotlights 
Wit for you. It’s as easy as selling shoe strings. Electric Horn 
Every car owner knows of Stewart-Warner Accessories. The Electric Windshield 
mi | Stewart-Warner pages in the Saturday Evening Post and Country Cleaner 
- Gentleman are familiar to him. - Rear Vision Muiurrors 
All that you need do—to get this business—is to take these Speedometers 
Stewart-Warner ads and tack them up on a display board ina Heaters 
conspicuous place with the heading “WE HAVE THEM.” Vacuum Tank 


I's very simple but TREMENDOUSLY EFFECTIVE! 
Stewart-Warner Advertising is YOUR ADVERTISING— 


made to fit your business. 


This plan of hooking-up with it is inexpensive but highly profit- 
able for ANY dealer ANYWHERE! _— 


TRY IT! Our Display Division [Dealer Service Bureau} will 
glad to give you any help you wish. Write us. 


Stewart-Warner Matched-Unit 
STEWART-WARNER SPEEDOMETER CORPORATION | Radio 
1826 DIVERSEY PARKWAY, CHICAGO, U.S. A. 


INSTRUMENTS - TUBES 


REPRODUCERS AND 
= | ACCESSORIES 


ELVEPILLION PEOPLE ARE TODAY USING STEWART-WARNER PRODUCTS 
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‘Superrenches” Are The Toughest 






“Superrenches” tackle the tightest 
nuts —and make ’em yield. No 
bulk in the head to interfere when 
clearance is limited. The jaws are 
thin, long, and pointed, but the 


strength is the greatest ever put in 
a wrench. 
















2 <vt “SUPERR EN C "t 
GUARANTEED AGAINST BREAKAGE i 
£ Jo pate by*The Wrench 6 : 


H-WILLIAMS & © 
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Chrome-Molybdenum steel is the 
answer. This toughest metal in 
modern use makes “Superrenches” 
absolutely spread-proof—no mat- 
ter how small the size—no matter 
how hard the work. 


sitios 

















Sell them guaranteed. “The 
Wrench People” stand back of 

this line. No “Superrench” will 
ever spread or break. 














Send for details of the Spectal Assortment 
with display board shown. It provides you 
with excellent selling help—and boosts your 
wrench turnover from the very first day 
your customers see it. Ask about this prop- 
osition—T oday! 


J. H. WILLIAMS & CO. 


“The Wrench People” 
New York BUFFALO Chicago 
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Dependable 
r 
Produc s 


Each genuine Arrow Head 
part is marked with 
an Arrow Head 
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b ERE is the invariable inspection practice on pis- 

_ tons at the Arrow Head factory. To the engineer 
it will clearly indicate how far Arrow Head goes to 
do one thing well —to make pistons that will maintain 
a motor’s reputation in its field. Similarly rigid inspec- 
tion governs all Arrow Head piston pins, which are 
uniformly finished within one ten-thousandth of an 
inch for size, taper and roundness. They save time and 
money when assembling. The engine manufacturer 
can bore all pin holes or bushings to one standard size. 


Manufacturers and rebuilders are invited to check 


the pistons and pins they use by Arrow Head standards. 


In repeated tests at leading scientific laboratories, Arrow 
Head stock pistons and pins have outclassed the field 
in accuracy and uniformity. 


Arrow Head’s advanced practice in piston and pin 
manufacture to any formulae, metallurgical or mechan- 
ical, is available to the motor maker for either equip- 
ment or replacement. Arrow Head’s most complete 
and flexible up-to-date line assures quick service on 
the 3500 most-called-for fits and applications, including 
practically “all motors, all years, all models.” Refer your 
rewritten and more rigid specifications to Arrow Head. 


There are scientific and economic reasons why en- 
gineers who know specify Arrow Head consistently 
—on equipment as well as replacement runs. Let us 
demonstrate our capacity to meet your specifications. 
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Pistons © Piston Pins 
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Manner Improve Your Motors: 

















ARROW HEAD STEEL PRODUCTS 
OMPANY 


MINNEAPOLIS, MINNESOTA 





Axle and Drive Shafts 
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rake Lining — 
Service 








HEN we say the new Thermoid is a still 

: EN ag better Thermoid we are promising big things. 

“ Pe Ss But we are not promising more than Thermoid will 
eo es er, Oa perform. 








The new close-set twill weave, lately introduced, gives 
Thermoid even better gripping qualities than heretofore. 
It won’t slip—it doesn’t swell. It gives just the proper 
braking action in all kinds of weather. Dry pavements, 
or wet—you can depend on Thermoid for exactly the 
right behavior. Whether you sell brake lining, install 
brake lining or, as the driver of a car, trust your life and 
limb to brake lining— 





You may safely put your trust in Thermoid. 


Since the beginning of the automotive industry, Ther- 
moid has been famous throughout the trade as the 
reliable product of a reliable house, known for its co- 
operation and service. 





From the first, Thermoid has been known to the garage- 
man as the lining that makes every brake job a good job. 
Since the earliest days motorists have accepted Ther- 
moid as the safe, dependable lining. 


Thermoid is a known quantity with years of reputation 
and confidence behind it. Why experiment when you 
can be sure? It pays to stick to Thermoid. 


The new Thermoid is perfect for passenger cars 
and trucks. Wherever extraordinary serv- 
ice is demanded of passenger cars, trucks 
Thermoid and busses, you can rely on Thermoid for 
a the dependable job. 








Thermoid-Hardy 
: The perfect radiator hose. THERMOID RUBBER COMPANY Universal Disc 
en 46 “pecialiy constructed to with- Factories and Main Offices 
eri ee stand the action of oil, anti- 
freezing solutions, hot and cold TRENTON, N. J. 
water. Thermoid Radiator | . 


> @ Hose will not swell during ser- Makers of Thermoid and Rexoid Transmission Lining, 
rat aren vice nor will the plies or the 





tube te. Thermoid-Hardy Universal Joints, Thermoid Radiator tal. Itabsorbsiol 4 - 
gn Hose and Mechanical Rubber Goods —— oil or cae, a 
Like Every Thermoid 


Product—It WEARS oe WEARS 
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HE first two months of 1926 were 
record breakers for Peerless dealers 
and distributors. 


And remember—Peerless has always been 
a money-maker for its selling organi- 
zations in the field. 


Never has a Peerless won the public so 
quickly and so surely as the remarkable 
Six-80. A real Peerless in quality and per- 
formance—short wheelbase, wonderfully 
easy to handle—unusually roomy and selling 
at the lowest price Peerless has ever had. 


Practically on a par with it in popularity 
is the powerful Six-72. Among automobile 


MOTOR AGE 








men this fine automobile is known as “the 
best Six in the world.” And there’s the 
famous 90° V-type Eight-69—a car without 
peer among the world’s finest cars. 


Three great cars covering the whole range 
of price and. appeal from *1395 up. 


That’s the kind of a selling opportunity Peer- 
less offers—the opportunity that has brought 
many of America’s best dealers and dis- 
tributors to Peerless in the last few months. 


Get in touch with Peerless at once. Wire 
or phone for the Peerless dealer proposition. 
It’s a money-maker this year as scores of 


dealers are already finding out. 


PEERLESS MOTOR CAR CORPORATION, CLEVELAND, OHIO 
Peerless has ALWAYS been a good car 


Export Department: 615 Fisk Bidg., Broadway at 57th Street, New York City - Cable Address: “‘Mawsonne, New York” 


co 
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The Peerless Franchise is a Sure-fire money- 
maker this year. Wire or phone for the facts 
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More Air Service 


Per Doll 










































Not the age of business, but the 
technical experience of the men in 
it determines the scientific correct- 
ness of Air Compressors. And the 
engineers who are responsible for 
Quincy Compressor perfection have 
been building compressors ever 
since they first came into use. 


That’s why the valves, intake silen- 
cer, aluminum inter-cooler, positive 
automatic pressure control, after 
cooler, mounting and other parts 
are built especially for Quincy effic- 
iency, silent operation and long life. 


The material in every Quincy is 
just as good as that in an automo- 
bile engine and service station men 
all over the country are installing 
Quincy Compressors. We have 
the size for your station at a price 
that fits your pocketbook. 


Even if you’re not in the market for 
a compressor today, it will take but 
a few seconds and a two cent stamp 
to find out why Quincy Compress- 
ors are better. The coupon is for 
your convenience. Use it. 


Quincy Compressor Co. Quincy, IIl. 
(Formerly Wall Pump and Compressor Co.) 
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= A Quincy Compressor Co. 
— 217 Maine St., Quincy, IIL. 
Without being obligated I would like 


to know how a Quincy Compressor can 
boost my sales and profits. 


seta 


anal Name 
Address— 
. City State 




















: Model G-16 
*! Quincy Silent Air Master 
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This is one of 
the more than 
260,000 Kaw- 
neer Store 
Fronts you will 
find on the lead- 
ing business 
streets of the 
nation. 
Ka SOLID fe Cf 
STORE c= snes 
Thousands of Kawneer Fronts are now increasing sales for 
motor car and accessory dealers in all parts of the country: y 
Kawneer resilient grip glass setting permits the safe use of 4 
large plates that are needed to display automobiles properly. a 
These large windows show the product up to the greatest 7 
possible advantage, and every dealer knows what an irresist- y The 
ible attraction a well displayed car has for the prospective 7. ‘KAWNEER 
buyer. 7 Company 
¢ 3424 No. Front St. 
Attach the coupon to your letterhead and mail at once for # Niles, Mich. 
free book of designs showing Kawneer fronts that are 4 
‘ y, Send suggestions for 
selling motor cars every day. , motor sales display 
y, windows. 
7 
47 Name 
@ Address 
| 
ff Lity State 
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HOLDING GOonpD WILL 


SIX 


Money talks! For Oakland dealers it tells a 
brilliant story of success—a story of sales and 
profits doubled in a few short months. 








Now the new Pontiac Six promises doubled 
opportunities and redoubled profits to holders of 
the Oakland-Pontiac franchise—and with little 
increase in capital outlay! 





Ve 


This newest low-cost Six introduces into its field, 
elements of size, quality and beauty that set a 
new measure of six-cylinder value. Already it is 
creating an unparalleled demand. 


Oakland and Pontiac, together, reach and cover 
the two richest and fastest growing fine car 
markets of the world, and are designed and 
priced to dominate those markets. Prices range 
from $825 to $1295. 
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Here is a connection which is permanent, which 
opens sales possibilities seldom offered and 
which assures aggressive dealers both immediate 
profits and a lasting, successful business. Write 
for the interesting details. 


OAKLAND MOTOR CAR COMPANY, PONTIAC, MICH. 
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You cant tear this 
fan belt in two: 


It’s a Farran-oid. It is made belts woven with the same_ten- 
stronger than other fan belts. sion throughout. 

Its specially woven tape body 
and selvedged edges make it im- 
possible to tear. This body con- 
struction is tight at the edges, 
and loose in the center, allowing 
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This is just ONE of many rea- 
sons why dealers like to sell 
Farran-oid Fan Belts. Their un- 
usual.efficiency and extra long 





Fan Belts 
Blowout Patches - 





the belt to flex naturally over 
the pulleys, which are always 
slightly convex. 

Hence there is no tendency to 
split through the center, as with 


life make many a friend for you. 
They are real trade builders. 


Two types—equally high grade 
— Herringbone Flat Endless — 
Dualflex Molded Cable V-type. 


THE FARRAN-OID COMPANY, AKRON, OHIO 


Farran-oid. 
“Products 








Radiator Hose » Garage Air Hose « Car Washing Hose 


Tube Patches - 


Ford Floor Mats 
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You've said the last word 


When you say it’s All-Steel 
you’ve said the last word 
about an automobile body 


The Budd All-Steel Full-Vision Body is 
the product of modern materials and mod- 
ern methods to meet the needs, not of yester- 
day, but of today and tomorrow. 


It is strong, safe and enduring. Noiseless 
and beautiful, with unobstructed vision. 


Today the Budd All-Steel Body is an 
outstanding asset and a powerful selling 
argument for any car. Tomorrow it will be 
only a matter of course. 


Events are moving quickly. Immediate 
action is necessary to obtain the competitive 


benefits of All-Steel. 


_—— G. B DD MFG. CO. 


Philadelphia and Detroit 
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The mere fact that you get a 
long discount on an item doesn’t 
necessarily mean it’s profitable. 
Salability is what counts. 


With the Gabriel line sales are 
both easy and profitable—that’s 
the reason why so many car 
dealers are also Gabriel dealers. 


And the answer is that car own- 
ers want Gabriels because they 
give them what they desire most 
—the utmost in riding comfort. 
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Write today for complete details 
te about the liberal Gabriel Sales Prop- 
Bh osition— it’s a real money- maker. 
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The Gabriel Snubber Manufacturing Company 
1415 East 40th Street, Cleveland, Ohio 


Toronto, Canada 


Gabriel 
nubbers 


4% Coils-The only 
Snubbers in name 
and principle 


x , 
z x s 
ee ee 




































March 4, 1926 MOTOR AGE 71 


“Tough as a Rhino’ 


| D pte familiar with the appearance 
of Cupples National Advertising in The 
Saturday Evening Post and Country 
Gentleman know that the Rhino wrecks the 
morale of any opposing page. In much 
the same manner, Cupples Diamond Jubilee 
Cords force comparisons in tire values 
that are always profitable to the Cupples 
Dealer. Feature Cupples Cords, and the 
Cupples-made “Exton Cord” in your bid for 
Spring business. It will pay you. Wire us. 


™ CUPPLES COMPANY, Saint Louis 
. A National Institution Since 1851 
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EXTRA HEAVY 
CORDS w OVER- 
SIZE CORDS ~ 
BALLOON CORDS 
“> INNER TUBES ~ 
Exton Tires and Tubes 


TIRES TURES 


Tease. 
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The steady increase in shipments of Thomp- 
son Valves for replacement, so remarkable in 
1925, is continuing into 1926 and will evi- 
dently far surpass last year’s record. 


It has brought many interesting stories 
from the trade and many letters, all indicating 
the ready sale of a product of highest quality 
by garages, dealers and service stations. 


The reasons given are practically the same 
in all cases; desire of car owners to reduce 
operating cost by higher engine efficiency; and 
confidence in Thompson Valves as the highest 
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story 


quality line on the market—their record as 
original equipment on domestic and foreign 
motor vehicles being easily verified. 


Messages from the trade, as well as growth 
in sales, show that progressive repairmen gen- 
erally are following our suggestion to sell more 
and regrind less. Their customers quickly 
see the realeconomy of new Thompson Valves 
as against continuous regrinding, with periodic 
losses of compression and other troubles. 


In ordering from your jobber, be sure to 
mention Thompson Valves by name. 


THOMPSON PRODUCTS, INC., 
CLEVELAND 


Also manufacturers of King Bolts, Tie-Rod Bolts, 
Spring Bolts, Bushings, Tappets and Starting Cranks 


EXPORT DEPARTMENT: : 


130 West 42d St., New York, U.S.A. 4 
Cable Address: ““THOMPRO - NEW — 
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A Compact Stand for 
Air and Water 


The Curtis Air and Water 
Stand isanother thorough- 
ly reliable Curtis Product. 
The air hose is automatic- 
ally stored on a drum. 
When the customer re- 
quires air, he pulls hose 
out to required length and 
upon releasing it, hose 
automatically returns. No 
whip lashing of hose, no 
loose towers, no broken 
' windshields or damaged 
cars. Furnished either 
in column (tall) or low 


type. 


Wide Selection 


Curtis Compressors are 
made in many models and 
capacities. Style“V”, illus- 
trated, is the most popu- 
lar model for the average 
filling station and garage. 
Complete information on 
all Curtis Compressors, 
Air Standsand Car Wash- 
ing Equipment will be 
sent upon request. 





1854 - Seventy-two years - 1926 





CURTIS Pneumatic Machinery Co. 


1957 Kienlen Ave., ST. LOUIS, MO. 
§18-U Hudson Terminal, New York City. 


Please send me full information about Curtis 
Style “V" Compressors. 


C2) Send information about Air and Water Stands. 
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“Might” or “Always” 


At no point in the construction of Curtis Compressors has our 
engineering stafl specified any material or design that “might” 
work. Reliability is built into every Curtis Compressor. No ma- 
terial or design is ever used unless its practicability is a certainty. 


These rigid Curtis standards apply distinctly to the starting and 
stopping device used on Curtis Automatic Type Compressors. 
The Curtis Centrifugal Unloader always unloads the Compressor, 
and keeps it thus until the motor attains proper speed. 


This positive acting unloader prevents such troubles as burned out 
motors, fuses or belts. There is no spitting of oil, no leakage of 
. 66 e 39 ° “ 
air,no “might” elements to contend with when you buy the Curtis 

automatic type compressor. 
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“Able to meet competition of every 
kind with Prest-O-Lite” 


A more highly competitive field than that which met competition, but we have absolutely beaten it! 
exists in Florida today would be hard to find, espe- 
cially in the battery business. In view of this fact 
read the following letter received recently from the 
Florida Battery Corporation, of Jacksonville, Fla.: 


“In our estimation, and we have been in the bat- 
tery service station business for years, Prest-O-Lite 
ranks first by a wide margin.” 


The success of this dealer and the thousands of 
others handling Prest-O-Lite is based upon a quality 
product anda real merchandising plan. Prest-O-Lite 
Batteries for motor-cars or radio are right in every 
particular. They are priced right. They are nation- 


“Asa result competition has become keener, new ally advertised. And the plan back of them has been 
people are coming into the state by the thousands. proved to be a real sales producer. 


The battery business has become highly competitive 
with a kind of competition that is hard to meet by a 
concern handling a standard line and doing business 


“Florida is at the present time, and has been dur- 
ing this year (1925), enjoying a great business. All 
lines are doing a greatly increased volume over 
last year. 


Write for details of this plan and for our service 
station proposition. 


along legitimate lines. THE PREST-O-LITE CO., Inc. 
‘Fortunately for us we are able to meet compe- INDIANAPOLIS, IND. 

tition of every nature with Prest-O-Lite. Your mer- New York San Francisco 

chandising plan is so flexible that we have not only In Canada: Prest-O-Lite Company of Canada, Ltd., Toronto, Ontario 
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The Newest and 
Greatest PAIGE— 
A Complete 
Triumph! 


from Cleveland: 


“The New Paige was the sensation of 
the Automobile Show. We took re- 
tail orders for more Paiges alone than 
we ever sold at any show before. We 
listed hundreds of prospects.’’ 


from St. Paul: 


“If anybody intimates that Paige cars 
are hard to sell just tip it off to them 
that we have 17 bona fide Paige orders, 
the amount of lowest deposit being 
$300.00, all sold without either a cut 
or photograph. This looks like real 
confidence in what the Paige is going 
to be like on the part of former Paige 
and Jewett owners, who made these 
deals with us, without seeing even a 
cut of the new car.” 


from Milwaukee: 


*“*At no time in the history of this 
company have we experienced such 
an enthusiastic reception of our new 
line of cars. e New Paige seems to 
be the center of interest which we can 
see from the actual orders taken up to 
last night, which amounted to thirteen 
cars.’’ 


from Philadelphia: 


**There was more activity in the Paige 
Booth this year than in any of the past 
twelve years that I have been with 
this company. We actually sold and 
signed contracts at the Show for 22 
cars. This is 150 per cent greater 
business than we did last year, and I 
would say approximately 100 per cent 
better than in any previous year. One 
of our community dealers tells us that 
he himself sold ten cars at the show. 
Among the other dealers there were 
many additional sales made.”’ 
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YOU’VE NEVER SEEN A 
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FRANCHISE LIKE THIS 


—Because There Never Have Been 
Cars Like THESE! 


AIGE and Jewett Motor Cars offer to 

alert and progressive motor car dealers 
opportunities for profit not to be found in 
any other franchise. 


And because of the tremendously increased 
demand—coming from everywhere—for 
The New-Day Jewett Six and the newest 
and greatest Paige, there is room now in 
the widespread and prosperous Paige-Jewett 
dealer organization for some more high- 
gerade business men. 


This franchise practically blankets the 
automobile market. Everyone is a likely 
prospect for one or the other of these two 
splendid new cars. “The New-Day Jewett 


Six Sedan sells at $995 f. o. b. factory — 
and attracts buyers of automobiles who 


want to spend all the way from $750 to 
$1250 for a car. 
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f. o. b. Detroit 


f. o. b. Detroit 


The Paige Sedan—at only $1495 f. o. b. 
factory—competes successfully with the 
highest priced cars in everything that goes 
to make up real motor car value, and it 
simply outclasses all other cars near its 
phenomenal price. 


See these cars—listen to the enthusiastic 
comments of Paige and Jewett owners— 
talk with dealers who have been handling 
this line for years—then write the factory 


for complete information. 


Remember—this year will be the biggest 
year in Paige history. You ought to make 
it your biggest year, too. A wire, call or 
letter will start things ! 


PAIGE-DE TROIT MOTOR CAR CO. 
Detroit, U. S. A. 








The New-Day 
JEWETT SIX 


has swept the 
country! 


from St. Louis: 


“The pre-advertising of this new 
Jewett created tremendous interest 
and since advising the public that the 
New-Day car is actually here on dis- 
play we have had a continuous stream 
of lookers in our showroom morning, 
noon and night. Among these lookers 
we have accumulated quite a number 
of live prospects. We are quite confi- 
dent that this New-Day Jewett model 
will build a very solid foundation for 
sales and good will. We have on file 
a great many unfilled orders.”’ 


from Greenville, S. C.: 


“We have had a greater interest shown 
by the public in the announcement 
of this new model than in any new 
model heretofore presented. The 
advertising has been very effective 
and the comments on it have been 
good, one hundred per cent. We 
believe that we will cash in big during 
the coming year.”’ 


from Wheeling: 


“Showing of New-Day Jewett today 
quite a success. Every one who rode 
in it very enthusiastic. Believe it is 
very car needed to make Paige con- 
tract most valuable of any.”’ 


from Des Moines: 


**A constant string of people are com- 
ing into our showroom. We’ve never 
seen such enthusiasm! Everyindication 
points to this being the biggest year 
in history so far as Jewett is concerned 
in lowa.”’ 
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NON-REVERSIBLE 
ae TIRE 






























“4lveston®™” 


Here are advertising tire covers that protect your 
publicity—keep it constantly in plain sight. 





* 


; RPE ge. 


; ; “eR MOT 
Non-reversible Tire Covers cannot be turned. Your Ce On Co 


advertising cannot be concealed. And, it is long- —— 
lived publicity too, because the clear, clean-cut let- 
tering cannot be dimmed by oil or mud, nor 
washed off by the strongest soap and water. 


These improved covers are held securely in place 
by elastic cord sewed in back, as in drum type 
covers. No buttons to bother with. Tough, dur- 
able material withstands roughest usage. An 
attractive cover at an attractive price. New cata- 
log just off the press will be mailed immediately 
upon request. All Thomas products are sold by 
leading jobbers throughout the United States. 








THOMAS AUTO TOP CO. 


Muncie Indiana 
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i HEN you see a fact tory, at the factory and on 
a stated in an advertise- the road. 

f ment of a General Motors In addition to all this, 
car you may be sure that it General Motors has its great 
| isa fact. Proving Ground in Mich- 
% Your General Motors car igan—hundreds of acres 
has passed every test that with every kind of hill and 
can be made in the labora- __ valley, every sort of road. 


i, 
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© G. M. C. 1926 


I'GENERAL 
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OAKLAND CADILLAC GMC TRUCK 
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DRAWN FROM LIFE 
Here General Motors cars General Motors great Proving Ground near Detroit— 


and other good cars are run the only one of its kind in the world —is in charge ofa 


remarkable group of engineers. In addition to all the 


night and day under iden- tests which are ordinarily made to prove the strength, 
endurance, acceleration and braking power, etc., of 


tical conditions, and. are cars, these men perform special tests of their own 
checked and tested by an devising, with measuring machinery invented and 


built by themselves. The men shown in the picture 
alert organization of engi- are typical of this unique organization. They were 
. drawn from life at the Proving Ground. 
neers whose motto is “You 


must show us.’’ 
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21271 Helps Dealers 
Make Money 


1ist—by selling him well 
known automobile accesso- 
ries of merit that insures his 
customers satisfaction when 
his sale is made. 


2nd—by assisting each dealer 
to create sales through the use 
of expertly prepared dealer 
advertising material that 
is available for every 































Stromberg Famous 
Super Stromberg 
Shock Carburetor 

Absorber 















Stromberg 
Electric 
2-Speed 
Windshield 
Stromberg Wiper 
Gas Filter 




















TROMBERG 


Factory and General Offices: 
58-68 East 25th St., 
CHICAGO, ILLINOIS 





yo-403s 





NECESSITIES 


Direct factory Branches: 517 W. 57th St., New York City, 
N. Y.; 760 Commonwealth Ave., Boston, Mass.; 84-86 
Hancock Ave. W., Detroit, Mich.; 1609 Hennepin Ave., 
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Minneapolis, Minn.; 1809 McGee St., Kansas City, Mo. 
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Spats for Springs 


We like to believe that such cars as Packard, Cadillac, 
Pierce-Arrow, Locomobile, Franklin and Auburn would 
neither recommend nor sell 


ANDERSON 
SPRING COVERS 


through their Accessory Divisions, if they did not know 
them to be the best of their kind, as well as appreciate the 
value of the function they perform. 
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Metal clamp securely fastened 
to prevent creeping of cover 
toward small end of spring. 


B. Waterproof stitching and 
welting to keep cover ex- 
tended on spring and free 
from wrinkles, 


C. Pocket for rebound clip 
eliminating any possibility of 
wear at this point. 


D. Extra wide tongue extending 
around bottom and side of 
spring, keeping out all water 
and dirt. 


E. Wide felt strip along side and 
ends of cover providing tight, 
dirt-proof connection. 


F. Wide collar at small end of 
cover insuring neat appear- 
ance, 


G. Heavy waterproof lace that 
will not stretch or rot. 


H. Substantial hooks that will 
not pull out of cover. 




















Anderson Spring Covers, tailored to fit, cover the spring completely from axle 
to eye, retaining the lubricant (if such is needed) and excluding all dirt, grit 
and moisture, thus keeping the springs in new-car condition at all times. 
Made in three grades—Special Leather, Standard Leather and Leatherette. 


Full details upon request. 


The Anderson Manufacturing Company, Everett, Mass. 
1934 Revere Beach Parkway 
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THE STORY OF THE EMPIRE NEW PROCESS BOLT—Chap. 3. No. 3 

















HE mania for speed sometimes leads to results that are A case where 


anything but speedy. 


A mari can make a-wrench of his fingers and spin a nut speed defeats its 


down on a bolt with a single twirl. Then it needs but one 
short pull of a real wrench to tighten it. own purpose 


But when a loose fitting bolt and nutaredrawn tight they are 
held in place by the jamming of the threads at oneend. All 
the strain is concentrated there, instead of being along the 
full depth of the nut,.and some time that thread will strip. 


Snug Fit Is Important 


- Bolts and nuts should fit snugly. This entails making bolts 
of uniform thread accuracy, which has not been possible 
with the common (cut-thread) style of bolt. Cutting dies 
quickly lose their keen edge, and bolt threads of all degrees 
of accuracy are turned out in consequence. Some fit too 
tight, some too loose, some not at all. 











Empire New Process bolts are threaded in a new way, with- 
out cutting. The dies build up the thread on a specially 
prepared blank. 


No dies of such precision as these have ever been used 
before in a bolt plant. The thread they produce is so 
accurate that its shadow cannot be distinguished from that 
of a hardened and ground gauge, on the comparator chart, 
as shown below. 


Test them if you want, and satisfy yourself that never 
before were such bolts as these. Write for free samples 
from stock. 


RUSSELL,BURDSALLE WARD //-==uae 
© BOLT & NUT COMPANY - a 


PORT CHESTER.NY. 


Branch Office: Branch Office : Branch Strimple & Gillette © Maydwell & Hartzell, fne. 
Straus Building General Motors Blig Factory: 169 Jackson Street 158-168 Eleventh Street 


CHICAGO DETROIT ROCKFALIS,Iis. SEATTLE SAN FRANCISCO 















Makers Tae WL IE. and Rrvets Since 1845 
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Most battery troubles come from the 
short circuiting of buckled plates. 
The Vesta Isolator Feature—exclu- 
sive with Vesta Batteries — makes 
buckling under starting strain prac- 
tically impossible. 


Get ready 
~ VESTA 
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The big radio season is practically over and the big touring 
season is only a few weeks down the calendar. Fingers that 
twirled radio dials are itching for the steering wheel—DX lovers 
will be trying for distance over the road. 


Get ready— with Vesta 


Vesta battery selling is a year-round business, uncut profits in 
all seasons, and in every month from January to January. 


The radio fan who has proved Vesta goodness with his set, 
wants nothing else in his car—and he’s thinking car right now! 


Prepare for the Springtime battery profits—with Vesta—the 
complete line for every purpose and every purse. 


VESTA BATTERY CORPORATION 


2100 Indiana Ave. 
Chicago, Ill. 


Ask, 
the nearest VESTA distributor 
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FREE: Something to help you make greater profit 
selling tires. A real money making idea. Read 
details below. Find out about this... today. 
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ere’s a proposition that’s NEW 


ee ¢@ @ 


sound, practical selling idea to 


help you make more money selling tires 
By RAY H. PADDOCK 


OU can actually demonstrate—to Bus and Truck 
Fleet accounts. Without obligation to them, or 
to yourself. 

That plus—a tire that’s right—in size, weight and 
price. A tire whose superiority stands out; one that 
your own tire judgment will back to the limit. 

Beyond this, it is sold on a basis that allows you 
twice the normal profit you now make. Not only is 
each sale made easier, under this plan, but the net to 
you on each sale is doubled, 
actually ! 


We absorb credit risk 


Don’t worry about 
money or limited 
finance. If conditions 
are right——the pros- 
pect is right—we 












make arrangements for absorption of credit. If there 
were any risk—it would be ours. But we made this 
tire—know the real stuff that’s in it—therefore we’re 
able to back you to the limit with this unusual 


sales help. P . 


The Murray is ten-ply finest long staple cord fabric 
—full 14” staple. 
By frictioning process with heavy steel cal- 
enders, rubber is driven through 
the fabric—completely im- 
pregnated. 
Double breaker — double 
cushion— covered 
with the most costly 
tread we ever put on 
an automobile tire ! 
RAY H. PADDOCK 


MURRAY RUBBER COMPANY, Trenton, N. J. 
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Has Just Added Seven Lyon Sections 


A few months ago, Mr. E. W. Wilson, owner of Dillon 
Motor Company, Dillon, South Carolina, installed a Lyon 
Auto Parts Control System composed of thirty-one sec- 
tions. Recently he purchased seven more sectionsand made 
his service station one hundred per cent Lyon equipped. 


After this installation was completed, Mr. Wilson wrote 
that his customers had complimented his display and the 
prompter service he is able to give. His stock clerk makes 
complete checks much more quickly and easily keeps all 
stock items up to the requirements of the business. 


This experience is the usual one. Better display —more 
sales. Better order, prompter service. Proper arrange- 
ment, easier store keeping. This means greater profits. 


Your own business should be no exception. There is a 
Lyon Auto Parts Control—the complete steel storage and 
display system—for you. Write for complete information. 


Lyon Metallic Manufacturing Company 


Eastern Factory Western Facto 
Newark, N. J. AURORA, ILL. Los Angeles, Calif. 
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Leading Automotive Jobbers Sell 


LYON AUTO PARTS CONTROL 


COMPLETE STEEL STORAGE SYSTEMS FOR AUTOMOTIVE PARTS AND ACCESSORIES 
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New Departure 
Ball Bearings 


The Principle Is Correct: 
: the Design is Right 





TMM CEC 









2: The design of New Departure Ball Bearings has never 
had to be altered to counteract any sliding or skewing 
of the rolling elements. This is because the ball bearing 
is correct in principle. It is the only type in which the 
rolling elements travel under load about a true axis 
without guidance by the separator. 
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TD 


This is another reason why New Departure Ball Bear- 
ings have such extremely long life—as long as the 
mechanism in which they are installed—and this with 
a minimum of attention and no adjustment. 
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THE NEW DEPARTURE MANUFACTURING COMPANY 
Detroit BRISTOL, CONN. Chicago 
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Get going with Gardner 


and get going RIGHT! 
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INCE the big Shows at New 
York and Chicago, more live 
dealers the country over are 
lining up with Gardner. For 


good reasons! 


In spite of the fact that Gardner 
dealers have no factory-set 
quotas to meet—the first two 
months of 1926 show 100% 
gain over same period 1925. No 
high-powered, slam-bang sales- 
men load them up with cars 
they don’t want and can’t sell 
at a decent profit. They deal 
directly with the owners of the 





Gardner business—men who are 
anxious to help them get going 
and keep going on the right 
basis. 


The Gardner policy—“A Liberal 
Net Profit on Every Sale or 
Trade-in —explains why 
Gardner dealers are not only 
making more money, but actu- 
ally banking more profits. Which 
is really the most interesting 
part of the automobile business. 


Shoot us a letter or wire, and 
we'llsend youthe whole Gardner 
story. No obligation, of course. 


THE GARDNER MOTOR CO., Inc., ST. LOUIS, U. S. A. 


GARDNER 





SIX & EIGHT-IN-LINE 
GARDNER ASSURES YOU A LIBERAL NET PROFIT ON EVERY SALE 
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Hayes Wheels with attached-lug 
rims are the turning point in mak- 
ing sales, because they offer exclu- 
sive wheel improvements that 
motorists want. They eliminate 
rim squeaks, eliminate torn valve 
stems, distribute driving strains, 
save time in tire changes, save tire 
wear, save service expense. It be- 
comes increasingly evident that— 


‘Loose lugs are behind the times” 














HAYES WHEEL COMPANY, Manufacturers, Jackson, Michigan 


HAYES WHEELS 


WITH ATTACHED LUG RIMS ~ STANDARDIZED IN WOOD WIRE AND DISC 
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THIS PLAN 


For Quicker 
Turnover on 

‘Your -~ f 
Bumpers: 





















Mabie 


Every dollar invested in your business should be a busy, 
working dollar. The more times you re-invest it and make 
it work during the year, the bigger your profits will be. 


That principle applied to your bumper business means 
just this: A reduction in lines, concentration on one 
complete line for all cars, light, medium and heavy 
weight. Less money invested in bumpers means more 
capital for other merchandise. 


The Gemco line of bumpers will enable you to carry 
out this plan. It’s a complete line with which you can 
build maximum bumper sales with the minimum invest- 
ment. Strong, rigidly attached brackets—fit all cars. 


SHOCK 
ABSORBER 


Write for 1926 Gemco catalog. Plan now to put your SEALED TIGHT 


bumper sales on a more profitable basis. AGAINST WATER, 
MUD, ICE 


247 BUMPERS 


Gemco Manufacturing Co., 760 So. Pierce St., Milwaukee, Wis. 


Makers of America’s First Automobile Bumpers 
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Hook on to thoseWrecking Profits 





with the Mayo 3-ton Crane 








—only wrecker on the market 
that frees your 
service car for 
other uses. 
Demountable 
in 2 minutes. 


Demounted 
— bed clear 





The Mayo 3-ton Wrecking Crane is absolutely without a 
competitor in the service field, because of its demountable | 
feature. Once the Mayo Crane is installed on your service | 
truck, the boom can be taken down or set up in a couple of | 
minutes. With boom down, only the winch is left on your | 
car and the bed is left clear for ordinary service work. 








VES fis 3s ERE Bes Ry 


Rides wreck on own springs 
Here's the way the Mayo 3-ton Crane with carrying at- 
tachment picks up and tows a wreck. Front or rear carry, 
this crane handles any car on road and permpits towing, 
turning corners, backing, and stopping—all with no driver 
in the towed car and without inconvenient poles or dollies. 
Breaking strength of boom 12 tons. Speed and power lift. 




















UT this Mayo 3-ton Wrecking 
Crane in your service car and 
you Il tow larger profits into your 
shop. Low-priced and high-pow- 
ered, that’s the Mayo Crane! It 
does everything that heavier, cost- 





Handles any wreck 
Even though the Mayo Crane is demountable and mod- i 
erately priced, it has every advantage of larger, heavier, lier cranes do, yet its moderately 


more expensive cranes with none of their disadvantages. 

It handles a 3-ton load with ease. With Mayo Carrying priced and frees yo eee ee 
Attachment it carries practically any wreck without a when not in use as a wrecker. 
driver. With the Mayo Side Pull, you can handle wrecks 


Does everything costlier wreckers do 


You can handle any wreck on the 
road with this husky crane. You 
can demount the boom and have 
your car ready for other work in 2 
minutes. Think of that! You need 
a Mayo Crane. You can afford it 
and it ll give you a profitable tow- 
ing business on a small original 
investment. 


ordinarily tackled only by users of most elaborateequipment. MAYO 3-TON CRANE, $100 + WITH CARRIER, $125 + WITH SIDE-PULL, $150 


GARAGE | 


M AY Orsciestenr 


Nationally Distributed by DAVID LUPTON’S SONS CO. 
2631 WOODWARD AVENUE, DETROIT—Buy from your Jobber a 








DAVID LUPTON’S SONS COMPANY 4 
2631 Woodward Ave. 
Detroit, Mich. 


Send me complete literature on the 
Mayo 3-ton Wrecking Crane and name of 
nearest jobber who’ll demonstrate. c 





| TO ne et eRe Cee , 








126 





March 4, 1926 MOTOR AGE ot 








The Verdict 
of the Shows 


The most popular exhibit at the New York and Chicago Auto- 
mobile Shows was the KINGSTON OIL-AERATOR AND 
FILTER, the first device ever offered that removes both gaso- 
line and water dilution, as well as dirt and abrasive grit, from 
motor oil. 


This popularity occasioned no surprise. Thousands of let- 
ters are pouring in from interested motorists everywhere in 
response to our consistent advertising in the Saturday Eve- 
ning Post and other national publications. We know of no 
automotive device in years that has met with the tremendous 


response that is being accorded the Kingston Oil-Aerator and 
Filter. 


We have a vitally interesting story to tell alert dealers and 
high class specialty distributors, not only about the Kingston 
Oil-Aerator and Filter, but about other high class, nationally 
known Kingston devices. Remember, Kingston co-operation 
goes all the way through. Kingston is a line to tie up with. 


Write today! 








This Coupon ASS 
will bring a prompt 
and fyll reply 





BYRNEKINGSTON & CO.KOKOMO,INDIANA,U.S.A. 


©BKEG 1926 
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Twin 
Three 
Production 


Grinder 
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CYLINDER 













sd —, GRIND ERS 
— —" SELF-CENTERING 
|= = NON-CHATTERING ree 
ears Beate" SELF-ALIGNING Grinder 
— NON-CHARGING = 


POSITIVE SETTING 
QUICK ACTING 


17,000 USERS 


Write Us For Name of Nearest Authorized Hutto Jobber 


HUTTO ENGINEERING CO. 


523 Lycaste Ave. 
DETROIT, MICH. 
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_FAN BELTS 


Sellmg and Serving Consistently. 


e 

* 

‘\. 
asst: Rie Nie Fan Belts serve consistently because of the 
Yomere Pal > : : 

a ee accuracy of their manufacture and the high quality 
F acahiee materials used. They sell consistently because 

dealers and motorists everywhere know how dur- 


Yep cite wat 

) able they are, and how well they stand up. Rie 
Nie fan belts are so reasonably priced and give 
the dealer such a substantial margin of profit that 
it pays to specialize in them. 
Encourage your customers to “carry a spare.” 
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VEE ROUND FLAT TYPE 


is made of rubber sgat- is unusually strong, due 
urated fabric, ply upon to the material cut on 
ply, vulcanized around a bias. Vulcanizing in spe- 
fiexible, solid rubber cial cover jacket prevents 
core. Only a small stock ply separation. The most 
required for complete satisfactory belt of this 
service, type you can buy. 
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The new Eaton Spring 
consolidation offers great 
|| profit possibilities for you 


Now you can get the lion’s share of spring replacement 
business in your territory on very small investment 





N°? question, now, about any spring replacement job 
that comes along— you can handle it promptly and 
profitably if you are lined up with the Eaton Spring organi- 
zation. Greatly increased facilities for distribution will place 
complete stocks of Eaton Springs in practically every city 
of 10,000 population and over—ready for delivery to you 
at a moment’s notice. If you haven’t the spring you need 
in stock, you can get it almost surely, overnight, from 
nearby complete stocks of Eaton Springs. 


This remarkable distributing service—by all odds the most 
complete in the spring business— was developed when the 
producers of American Springs and Perfection Springs 
joined forces. And today, when you line up with Eaton, 
you become a part of the largest organization in the world 
producing automobile leaf springs forreplacement purposes. 








wii Don’t overlook this opportunity for dominating the spring 

ality replacement business in your territory. Write, phone or 

- wire the nearby Eaton distributor—or direct to us—and 
Rie learn all about the splendid Eaton dealer proposition. 
give 

; that THE EATON BUMPER & SPRING SERVICE COMPANY 


Cleveland, Ohio 


SPRI NGS 


Formerly AMERICAN and PERFECTION Springs 





Eaton Springs are made ex- 
pressly to fit any car, truck or 
bus. The Eaton organization 
also producesthe famous Eaton 
Bumpers and Eaton Axles. 
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Mr. Clark Is Satisfied 





Brockton, Mass. 
July 27, 1925 

Simplicity Mfg. Co. 
Port Washington, Wis. 
Gentlemen: 
I wish to thank your 
company for the very fair 
treatment you have ac- 





Get Ready for the Big Rush! 


Millions of Cars and Trucks will be Re-Condi- 


tioned for service m Spring and Summer. 


Is your shop equipped to do this necessary and 
ever increasing work? 


With a 
ee 
q@ im 


| plicit 


Portable Cylinder Reborer and Grinder you 
can “‘cash in’”’ on these profitable jobs. 


Your Credit is Good 
Our terms are a Snap! 


Write for our 1926 Catalog. It describes fully the 
Simplicity Reborer and Grinder, Valve Face Grinder, 
Re-Seating Cutters and Pilots, Crank Pin Tool, Con- 
necting Rod Aligner, etc. 











Simplicity Cutters 
and Pilots 


corded me in my deal- 
ings with you. I also 
wish to state that your 
Simplicity Reborer and 
Grinder does all and 
more than you claim for 
it. It has been the talk 
of the town. I am well 


Simplicity Manufacturing Company 
110 Spring Street Port Washington, Wis. 


Experienced garage mechanics with sales ability and small 
capital wanted in our sales organization. 


satisfied. 
Very truly yours, 
' E. F. Clark 
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= Jubrication- 


for all Cars — . 


Dixon’s 677 is recommended for the gear- 
boxes of all cars and trucks. | 

It flows freely over gears in operation yet 
does not squeeze out under load. freedom from lubrication worries. 

It is not affected by heat or cold and pro- Write for Booklet 82-G and prices. 


JOSEPH DIXON CRUCIBLE CO. 


Jersey City, New Jersey 
Established 1827 


DIXON’S 677 


v 








vides a film of lubricant that lowers wear 
to a minimum. 
Dixon’s 677 assures your customers of 
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Since the Birth of 
the ergs 
Industry 


—for twenty-six long years 
Hardie has been manufac- 
turing high pressure pumps. 


That is why you can DE- 
PEND on Hardie Car Wash- 
ers working at 300 lbs. pres- 
sure hour after hour, month 
after month, and year after 
year, turning out cars speed- 
ily, economically and clean. 


Experience teaches that high 
pressure pumps are always 
called upon to perform higher than their rated capacity. We 
build them to meet this inevitable demand. 





Our crank shafts are over-size, our bearings are phospher 
bronze and babbitt and our castings are semi-steel, which 
gives the greatest strength with the least weight. 


Friction is reduced by the elimination of cams, crossheads, 
etc. Furthermore, all wear in the cylinders comes on special 
leather cups, quickly replaceable, with the cylinders lined with 
porcelain. This porcelain is worked to a gun barrel finish 
and is smooth as glass. No cylinder lubrication is necessary. 


Even pressure is maintained no matter how many nozzles 
are opened or closed by the Hardie pressure regulator. 


Convenience in installing is 
assured by the compactness 


of each Hardie outfit. 8-Car 
Washer 








6 SIZES 


1-Car 
2-Car 
3-Car "\al 
4-Car Ph 
6-Car , 
8-Car 


make the Hardie Car Washer 
available to every garage or 

service station or operator of 2-Car 
any kind, large or small. Washer 
Write our Dept. D for de- 

acriptive literature. 


THE HARDIE MFG. CO.—HUDSON, MICH. 


Portland, Oregon. Los Angeles, Cal. 
Petrolia, Ontario, Canada. 1780 Broadway, New York 


DEPENDABLE 


arent LE 
A CAR. WASHER 


Backed by 
LN Beer 26 Year 
Nee - Geen 













= City State 
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Alisteet} ‘Seeie 


ALISTEEL desks are an inspi- 
ration—give zest to the day’s 
work and prestige to their owners. 
And now they cost no more than 
wocden desks. Richly finished in 
olive-greenor mahogany withbronze 
trimmings and durable, green battle- 
ship linoleum top, they are the last 
word in beauty and convenience. 
Measured on the basis of cost per year, con- 


venience, or prestige building appearance — 
the entire Alisteel line is a sound investment. 


Write for the new GF Allsteel Desk Catalog 


THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Deulers Everywhere «+ Canadian Plant: Toronto. Ontario 
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Attach this coupon to your firm Seteanhenel 


The General Fireproofing Co., Youngstown, Ohio MA 
Please send me without obligation a copy of The GF Alisteel Desk Cataleg. 


Name 
Firm 
Street No 
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A glance at the dial 
shows the wear and' 
out-of-round of cyl- 
inders — the exact 
size of oversize pis- 
ton rings to order 
for every recondi- 
tioning job — and 
tests the accuracy 
of the finished work. 


And 
Crankshaft 





e2stbesges 


Shows the wear 
and out-of-round 
of Crankshafts, 
Wristpins and 
other round 
Parts. Speedy — 
Accurate. 


Buy from Your Jobber 
or Send for Folders 


B.C. AMES CO. 
Waltham,Mass. 
Largest Makers Dial Gauges in theWorld” 














‘**T want one of those!”’ 


Dealers tell us that dozens of 
customers come into their places 
of business for other things, see 
their YAVAPAI display, and 
end up by saying, “I want one of 
those !” 


That’s the kind of a product to 
stock for Spring. Fast turn-over 
means profit. 


Ask your Jobber or write 
us direct giving his name. 


Yavapai Onyx Mining Corp. 
Automotive Division 


Dubuque, Iowa U.S. A. 
ee 


20a eee 
A Continued Story 


of the Industry 


EADING MOTOR AGE 

R every week is very much like 
following the growth of the 
automotive industry in story 
form. 





It is as interesting as a fiction 
serial, and instructive to the 

. point of making better and 
more prosperous dealers. 


Reading MOTOR AGE every 
week when it comes, assures 
subscribers that they will stay 
up to date and profit accord- 


ingly. 


OTOR AGE 


| 5 So. Wabash Ave. 





Chicago, Ii. 














1926 
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The profits made from recondition- 
ing cylinders with Stormizing Equip- 
ment are large, clean-cut profits— 
profits that will show a decided in- 
crease in your bank balance. 


Every time a mechanic removes the 
head of a motor and finds worn cylin- 
ders, there’s a fine chance to sell 
Stormizing. Do this work in your own 
shop, and keep these profits yourself. 


We can show you, in black and 
white, where shop owners with Storm 
Cylinder Reconditioning Equipment, 
can make a net profit of over $32.00 on 
every six cylinder job they turn out. 
“Fours” and “Eights” bring the same 
relative profits. 


Stormizing Equipment does not 
require a large investment. Any 
shop, regardless of size, can equip 
itself to do this profitable work. 
Ask your Jobber’s Salesman. 


You can take our word, Stormiz- 
ing is right. But the “mike” dial 
gauge and protractor will tell the 
Lt. story of accuracy and mechanical 

perfection better than words. 

Our Jobber will make a dem- 

onstration any time. Send us 
| your name and we will 
arrange it with him. 


Ask for this Book 
“Stormizing as a Business and 
Process.” It gives the Facets 
about Stormizing Profits. 


es ee Sent on request. 


406A SIXTH AVE., S., MINNEAPOLIS, MINN. 
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You can't have 
a $00d picnic 
with all cake 

and no sandwiches 


THERE’s nice profit in fancy specialties. But 
don’t forget that there are also mighty good 
profits in a steady, bread-and-butter line like 
fan belts, as any Graton & Knight dealer will 
tell you. 





Even as fan belts are so often handled—kept 
under the counter and brought out when asked 
for—Graton & Knight Fan Belts keep right on 
selling. For there is a never-ceasing demand 
for fan belts of known quality. A demand 
which, when given a chance, will bring profits 
that are a big help in meeting the overhead. 





Let our handy display rack “ask ’em to buy.” 
Use our quick turnover system. Carry endless 
belts for the more popular cars only. Roll 
belting, which can be cut to fit, for the others. 
You carry less stock, turn it oftener and so 
make more on your investment. 


All Graton & Knight Fan Belts are made of 
fine leather. ‘They are tanned to resist heat, 
water, oil and dust. Stretch little. Grip firmly 
at low tension. In any type—Flat, “V” or 
Link “V”—they give faithful, long-term service 
that pleases your customers. 


Send in the coupon today and let us show 
you how easy it is to boost your fan belt 
business. 





GRATON 
KNIGHT 


GRATON & KNIGHT 





Standardized 


LEATHER BELTING 


sham «MAIL ME TODAYe oa 


THE GRATON & KNIGHT MBG. GO., Wereester, Mass., U. 8S. A. 
Send far belt information: 101-G 


Name. 
Company 


Piace 


Prices, quality fer quality, 5 te 10% lewer thas the field 
Teancre—maekers of delts, straps, packings, fom belts, lece leather, ofe. 7 
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Wanted: 


SALES MANAGER: 


through, by weil established concern wanting to secure 


Who can plan, command and carry 


jobber-dealer distribution in hardware and automotive fields. 
Product is practically a staple line; company is fairly well 
known in industry. Line is supported by adequate adver- 
tising. Right man must have good acquaintance and stand- 
A real job 
with a future as big as the man can make it. An aggressive 
man is required who is willing to spend most of his time in 
the field. Apply Box 6262, care Motor Age. 


ing with automotive and hardware jobbers. 
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CANTON 
Portable Crane and Hoist 


The purpose of the Canton Port- 
able Crane and Hoist is to make 
more money for service and re- 
pairshop men. 


Write for a copy of the illus- 
trated booklet M A describing 
the outfit. It will show you the 
way to better profits. 


The Canton Foundry & Machine Co. 
Canton, Ohio 
New York Office—303 East 15th Street 

















Your Present Bearing 
Sizes 


Duplicated 











Or we will work 
from your blueprints 
and supply to your 
requirements of An- 
gular Contact Thrust Bearings, Angular Contact 
— Bearings and Thrust Ball Bearings of all 
ypes 
Quotations are made promptly on all inquiries. 


THE BEARINGS COMPANY OF AME 
LANCASTER, PA. Western Sales Office, 1012 Ford Bldg., — Mich. 


























“There’s a Victor Lamp 
for every 
Automotive Need” 


Taz Crrcnata: Victor (amany 


2-720 
CINCINNATI.~OHIO 


fa From the study 
4 come Victor — 























PROTEX 4:3. see 
TIRE CHAINS (2220lutely Stop Skid 


Protex Chain Co., Inc. 24 prevent slip. The first scientific 
Waynesboro, Pa. anti-skid device. 























TURN WASTED TIME INTO PROFITS ! 
Every Purchaser Finds Numerous Uses for the 


TORIT Acetylene Torch No. 23— 


/ TIP 24.MEDIUM FLAME 


TIP 28, LARGE FLAME 


——e coo 







TIP 20,FOR RADIATOR EBATTERY WORK 


ADAPTER - € 
TIP 23. FOR HEATING USE WITH 
SOLDERING COPPER USE WITH TIP NODS TIPS 20628 


PAT. JAN. 5, 1926 


Uses Acetylene Only. No oxygen or air pressure required. Tips suck in air. 
Simply connect to Presto auto tank, light gas, ae the outfit is put to work. 
Beats anything you ever tricd for soldering, radiator repairing, melting, lead 
burning, tempering, heating, etc. Consists of torch, 4 tips for different kinds 
of work, soldering copper, 5 ft. rubber tubing, tank connection, and 7 50 
full instructions. Quickly Pays for Itself. Price (Complete as shown) $ 


ST. PAUL WELDING & MFG. CO., 169 THIRD ST., ST. PAUL, MINN. 









A —--¥ gauge on the dash. Note full o> <> in 
colors March llth issue of Motor Age, 
page = Saturday Evening Post, March ty, write 
for description and proposition to the trade. 


KING-SEELEY CORPORATION 
298 Second Street, 





Ann Arbor, Michigan 


























ELEVER 


“OIL CONTROL” PISTON RINGS 


The Motor Necessity That Has Made Good 
Backed by Eight Years’ Satisfactory Service 


THE WEL-EVER PISTON RING CO., TOLEDO, OHIO 
Sold most everywhere. If your dealer cannot supply you write us. 









































POWERSTEEL 
AUTOWLOCK 





Millions of feet 

annually installed 

as factory equipment 
Brake Lining 7am 


FOLDED AND STITCHED PASSAICN.J 
# HYDRAULIC COMPRESSED 


























More 
Power 

Less 
Fuel 
Zenith - Detroit Corporation, Detroit, Mich. 
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Where Speed 
Means Profits! 


ARGE car agencies the world over 
use Hempy-Cooper Universal 
*‘“Kon-Rod”™” Equipment. Their time is 
money. They make every minute pay 
a profit by using these two speedy, 
practical machines. 
Model H-60 casts babbitt bearings 
into rods of all cars using “cast-in, 
“shell” or ‘“‘set-in’’ bearings. Model 
Model H-60 C-70 then bores and fillets the bear- 
Bene ee Oe ings. Accurate to a thousandth of an 
Jig. Has mandrels for inch. Practical and simple to operate. 
eS ee” ae Write for full information, prices, etc. 


bearings. ~ 2 —— 
ag eee The Hempy-Cooper Mfg. Co. 
Kansas City, Missouri 








Export Office: 
375 Broadway, New York City 





Model C-70 


— bores and fillets 
bearings. Operated by 
1%” special electric 
drill. Has famous 
a: os patented 
i on Spt Oa helix screw 
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LL. 


Protect the Oil-Grooves | 


finishing bushings with FULL spiral fluted SMOOTH-KUT 
| a. The full spiral causes a continuous shearing action that 
cuts cleam and can’t hurt the oil-grooves. 





Patented April 7, 1925. 


SMOOTH-KUT are the enly full-spiral expansion reamers made. 

They are guaranteed, and reground by us at -_ Studebaker, Velie, 
Franklin, Lycoming, Muskegon and others SMOOTH- 

in production. As a finishing tool for the Piston pin hole. 


Your jobber can supply them singly or in sets, ASK FOR THEM 
BY NAME as imitations are inferior products. 


Millersburg Reamer & Tool Co., Millersburg, Pa. 
SMOOTH-KUT EXPANSION 


(Trade Name Registered) 
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There Simply Isn’t Any Better Flux 
Made Than Rubyfluid! 


A complete substitute for dangerous acids, 
Zinc Chloride, Salammoniac and other mix- 
tures commonly used as a flux. Ruby 
Fluid is quick acting, anti-rusting and is 
always ready for instant use. Ruby users 
include the foremost industries of the coun- 


try. Send for generous Free Sample 












WO PTRADe MARK REG. 
CO. ATIO 
SOLDERING AND TINNING FLUX 
om RUBY CHEMICAL CO. 
68-70 McDowell Street Columbus, Ohio 
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ELECTRIC 
“SPEED-SPRA_ 


Original 


MECHANICAL WASHER 


Big Profits in Car Washing 
the “SPEED-SPRA” Way 


This modern method makes 
car washing profitable be- 
cause it cuts. the cost of 
time, labor and water to a 
minimum. 





300 pounds guaranteed 
pressure and the quick act- 
ing “Velvet-Spra” gun does 
the job better and in less 
time than any other 
method. “SPEED-SPRA” 
will clean a car in 30 
minutes—quick service and 
thorough work enables 
you to establish a business 
that makes old customers 
“repeat” and attracts a 
profitable volume of new 
trade. 


Electric “SPEED-SPRA” ,2::. 


The simplest of all washing systems both in point of upkeep and 
ease of operation. Delivers the 300 pounds pressure to the gun 
necessary to do an efficient job. Built in automatic governor 
maintains constant pressure and instantly relieves the load when 
guns are closed. 


Investigate our proposition NOW. Delay may result in the estab- 
lishment of a competitor who could seriously cut into your busi- 
ness. A post card brings all the details. 


Hayes Pump & Planter Co. 


819 Sixth St. Dept. 19 








Galva, Ill. 


“KEEP THE WASH RACK BUSY //" 



























SELL ALL ofthe 
CRESCENT IOOLS 


The information we have 
gathered to help car owners 
get the most possible satis- 
faction from their cars with 
the least possible time and 
effort, shows how easy it is 
to keep bolts properly tight- 
ened at all times with the 
right Crescent Tools. 
It will be to your advantage to be 
sure your stock includes all types 
and sizes of Crescent Wrenches, 
Crescent Pliers, and the Crescent 
All Steel Screwdriver. Your jobber 
has them. 
CRESCENT TOOL COMPANY 
208 Harrison St. 
Jamestown, N. Y. 


Originators of the 
Crescent Wrench 


TRADE MARK. 








100 MOTOR AGE 
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The SO-LO JACK 


$6.00 Retail 


4%” LOW—HIGH 15%” 
(Working Range 5” x15%”’) 
The REAL Balloon Tire Jack 
‘ All Steel Construction 
POWERFUL—STURDY—EASY TO OPERATE 
A Sure Seller with your Trade 


SO-LO JACK CO., Inc. 


537 Commonwealth Ave., Boston, Mass. 




















MOTOR s 


FINE FOURS AND EIGHTS—IN—LINE 
LYCOMING MANUFACTURING CO., Williamsport, Pa. 


© Lycomin g o 























PUMP for FORDS 


Sold Everywhere 
NIMS PUMP CO. 
STOCKTON, CALIF. 

Eastern Office & Warehouse, 201 No. Broad St., Phitadelphia 
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ERE is highest radio quality at lowest price. | Modernola Co., Inc. 

A chance to get permanent distribution for | Johnstown, Pa. 
complete Delano line. l 
The Delano Sheraton sells for $75—has built- , a ere : Pleasesendme | 
in Delano ‘loud speaker—5 tubes —specia ull detalis. 
Delano hook-up and mahogany cabinetthat ' Name 
completely encloses entire set. Wire or mail | 
coupon today. . Address 


DELANO RADI 









































THE UNIVERSAL 
IGNITION CONDENSER 


Every car, truck and tractor owner is a prospect. 
Connect to any ignition system. 


Our circular will give you a lot of pointers on 
the ‘condenser business that you should have, 


Write for it 
Manufactured by 


Sevison Magneto Engineering Co. 
538 Fernwood Ave. TOLEDO, OHIO 











UNITED STATES | Built by the old- 
Portable Electric est maker of 


DRILL S Portable Electric 


Drills in the 
Catalog 108 THE UNITED STATES ELECTRICAL TOOL CO. 











World. 
Cincinnati, Ohio, U. S. A. 





























Johns-Manville 


ASBESTOS BRAKE LINING 















Valve Face Grinding 
Machine 


Get a demonstration of Sioux before you buy any valve grinding 
machine. GUARANTEED FOR A LIFETIME. 


Your Jobber Sells It ALBERTSON & CO. 


Sioux City, Ia. 





That, oo 
“Say wa?* 























SPECIALTY 
SALESMEN 
Sell the Dieringer Bushing Re- 
mover. Mechanics buy these tools 
on sight. Six sizes $4.50. Liberal 
discount to hustlers. 


E. T. DIERINGER 
Box 282 Bolivar, Ohio 






















WEED CHAINS 


The most profitable 
of all accessories 





























“Made to Blue Print”’ 


et 99 guarantees to the Replacement Trade the same ¢6 99 
high standard of Quality and Accuracy de- 
manded by the car manufacturer. 


The Fostoria Screw Co., Fostoria, Ohio 




















SAiny Motor Will Run Better With A 
PINES AUTOMATIC 


INTERFRONT 


TRADE MARK REG. U.S. PAT OFF 
MOB EA HES AONE A) 


Splendid Profit, No Servicing 
There is only one Winterfront. It is made by Pines. 


Automatically regulates intake of cold air. Distributors 
have stock for immediate delivery. 


| Pines Winterfront Co., 412 N. Sacramento Blivd., Chicago. 













































Stops Pump Shaft Leaks 
Immediately and Permanently 


Conneaut Plastic Metallic Packing molds in 
the fingers to fit stuffing-boxes of any shape 
or size. It is a repair for the worn shaft and 
loose bushing. At your Jobbers in 1-pound 
and 5-pound cans; if not, write us. 


CONNEAUT PACKING COMPANY 
Conneaut, Ohio 





Prevent 
This! 






































« Makers of 
the worlds 
best known 
fan belts. 


L. H. GILMER COMPANY, Tacony, Philadelphia, Pa. 





























109 West 64th Street New York, N. . # 
) , A , s . 


ORIGINAL 
BOSCH units 
bear the full 
name, Robert 
Bosch, and 
the trade 
mark shown 
at left. ‘These 
are the iden- 
tifications of 
Bosch: quai- 
ity-famous 
since 188:, 


—_ ae ene 


Franchise details for selling ORIGINAL BOSCH 
Fateacesenteleh ome cre lteneliiia clan ail mercm cel ance me tet ae OI: 
Galelticel ame Ola licamel an ica seam ic tale mel mecceltiat 


ROBERT BOSCH MAGNETO CO., Inc 
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NON-EVAPORATING ANTI-FREEZE COMPOUND 


ONCE EVERY WINTER 


“One filling protects radiator 
from freezing all winter long. 


BOYCE & VEEDER CO., Inc., Long Island City, N. Y., U.S.A. 
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‘GATES VULCO 


Fan Belts and Radiator Hose 


Made By 
The Worlds Largest Makers of Fan Belts 

















Install the 


Gill Combination 
of Piston Rings 


and in each 6 cyl. job make $3.20 instead of the 
usual $1.80. This free booklet tells how. 








The Gill Mfg. Co., 8300 So. Chicago Ave., Chicago 

















THE WALDEN FORE-LITE 


Mounted ahead of the radiator and operated like a 
spotlight from the instrument board, the WALDEN 
Fore-Lite satisfies a need hitherto filled by make-shifts. 
Universal fittings. Selling fast wherever introduced. 
Ask your jobber, or write us direct, giving his name. 


THE WALDEN CO. 


1114 8S. Michigan Ave. 








Chicago 














DILL 
INSTANT-ONS 


Dust and Valve Cap 








L. & §S VIBRATION ELIMINATOR 


(PAT. PENDING) 


makes OVERLAND FOURS quiet 
Vibrationless 


MAKE US PROVE IT—WRITE 


LA MERE & SARDESON, INC., Mfrs. 
1900 CENTRAL AVE. — MINNEAPOLIS, MINN. 

















Off or Onin 5 Seconds 
The Dill Manufacturing Co. Cleveland, O. 
They Won’t Come Back 


Those jobs won’t come back showing oil 
passing, compression loss and crank-case dilu- 
tion if you use a Hall Hone. The Hall makes 


cylinders both round and parallel. Ask your 


CYLINDER 
jobber. 


> THE HALL MFG. COMPANY 
503 Hall Bldg., 1600-06 Woodland Ave. 
Toledo, Ohio 


























CUSTOM @ BUILT 
Kissel Motor Car Co., Hartford, Wis. 


KISSEL | 
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521 EAST TWENTY NINTH STREET. CHICAGO ILLINOIS 






































The Packard Electric Co. 
Warren, Ohio 
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Transmissions 3 voy Trucks, Busses 
and Clutches Passenger Cars 
QUICK SERVICE ON COMPLETE UNITS OR PARTS 


BrRown-LiPE GEAR Co. 
SYRACUSE, N. U. 














HO. Cotes Hut 


FOR ALL CARS—S3I15 to 340 


SHOCK ABSORBERS 

















CLASSIFIED ADVERTISING 





PARTS 


PATENTS & PATENT ATTORNEYS 








AUTO PARTS 


SAVES 50% TO 75% ON ALL CARS 


New and Used Gears—Springs and Axles—Cylinders— 


Motors—Rear Systems, etc. Wire or Write 
INDIANA AUTO PARTS CO. 


= 608-10 N. CAPITOL AVE., INDIANAPOLIS, IND. 


LARGEST CAR WRECKERS IN INDIANA 





Attorney-at-Law and Solicitor of Patents 


C. L. PARKER 
Formerly Member Examining Corps, United 
States Patent Office 


Somaioen and foreign Patents secured. Searches made 
determine patentability and validity. Patent suits 
ca Pamphlet of instruction sent upon request. 


McGill Building, WASHINGTON, D. C. 








HOUSE OF A MILLION 
AUTO PARTS 


pann® largest stock of mew and used car and truck 
in the world. We have 


; mention model and serial number ia order. Write 


All inquiries answered promptly. 




















DOUGLAS AUTO PARTS CO., 
2008-5-7-9 South State Bt Chicago,IL 








PATENTS 


Secured, Trate-nete and B Geoutie Registered 
Prompt service. Established 1864. 


MILO B. STEVENS & mw on Rogietered Patent Attorneys 
Offices: 639 F Washin 
10 Monadnock Block, Ch —k iu. 








May 6, 1926 


will be the date of the 


Sales and Service 
Reference Number 


of 
MOTOR AGE 
















































SHAFER 


ltf-eAligning” 


ROLLER BEARING 


PATENTED 


“100% SATISFACTORY, 
to say the least. Iam more 
than pleased to praise them 
very highly”"—an endorse- 
ment from the Service Man- 
ager of the DeCozen Motor 
Co., Newark, N.J., relative 
to the service rendered by 
Shafer Bearings used as 
standard equipment in cars 

they distribute. 


SHAFER BEARING CORPORATION 
6501 West Grand Avenue 
CHICAGO, ILL 


Ba 
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index correctly. 
to insert. 


A. C. Spark Plug Co......... Bk. Cov. 























Ahlberg Bearing Co..................... 101 
Akron-Selle Co., The 3 
Albertson & Co. 100 
Allen Mfg. Co. 100 
American Chain Co. 100 
Amer, Tel. & Tel. Co. 104 . 
Ames, B. C., Co. 96 
Anderson Mfg. Co. 81 
Arrow Head Steel Products 

Co. 58 & 59 





Bearings Co. of America, The.. 98 
Black & Decker Mfg. Co...2nd Cov. 

















Bock Bearing Co., The 8 
Bosch, Robt., Mag. Co. 100 
Boyce & Veeder Co., Inc............. 101 
Broderick & Bascom Rope Co. 98 
Brown-Lipe Gear Co. 101 
Brunner Mfg. Co. 51 
Budd Wheel Co. 69 
Byrne, Kingston & Co............... 91 


Canton Foundry & Mach. Co..... 98 














Chevrolet Motor Co. 49 
Cincinnati Victor Co. 98 
Classified Advertising Section..101 
Conneaut Packing Co. 100 
Crescent Tool Co. 99 
Cupples Co., The. 71 





Curtis Pneumatic Mach. Co..... 74 


Dieringer, E. T. 100 
Dill Mfg. Co. 








The Advertisers’ Index is published 
a part of the advertising contract. 
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as a convenience and not as 
Every care will be taken to 


No allowance will be made for errors or failure 


Dixon, Joseph, Crucible Co..... 94 




















Durkee-Atwood Co....................... 9 
Eaton Axle & Spring Co............. 93 
Empire Tire & Rubber Co......... 50 
Farran-Oid Co., The.................... 68 
Fostoria Pressed Steel Co......... 4 
Fostoria Screw Co....... 100 
Fredericks, H. M., Co. 2 
Gabriel Mfg. Co. 70 
Gardner Motor Co., Inc............. 87 
Gates Rubber Co. 101 
Gemco Mfg. Co. 89 
General Fireproofing Co............. 95 
General Motors Corp......... 78 & 79 
re 101 
Gilmer, L. H., Co. 100 








Graton & Knight Mfg. Co......... 97 


Hall Mfg. Co., The 
Hardie Mfg. Co. 
Hayes Pump & Planter Co....... 99 














Hayes Wheel Co. ave 98 
Hempy-Cooper Mfg. Co........--- 9 
Hutto Engineering Co............-- ¥ 
Jordan Motor Car Co........... Ft. Cov. 


Johns-Manville, Inc. .. 

















4 


Lu 
Ly 
Ly 


R 





March 4, 1926 










.. 94 


.- 93 


‘t, Cov: 
100 








MOTOR AGE 


103 











—_ 

















Kawneer Co., The 0 65 
King-Seeley Corp. 98 
Kissel Motor Car Co. 101 
LaMere & Sardeson, Inc............. 101 
Lincoln Products Co. 101 
Lupton’s Sons, David, Co........... 90 
Lycoming Mfg. Co. 100 
Lyon Metallic Mfg. Co............. 85 


Manhattan Rubber Mfg. Co..... 98 
Marmon Motor Car Co.....3rd Cov. 
Millersburg Reamer & Tool Co. 99 








Modernola Co., Imc....................... 100 
Moon Motor Car Co. 47 
Murray Rubber Co. 84 
New Departure Mfg. Co............. 86 
Nims Pump Co. 100 





Oakland Motor Car Co......... 66 & 67 


Packard Electric Co. 101 





Paige-Detroit Motor Car Co..... 76 
Peerless Motor Car Co......... 62 & 63 
Pines Winterfront Co. 100 





Prest-O-Lite Co., Inc., The........ 75 











Protex Chain Co., Inc. 98 
Quincy Compressor Co. 64 
Ruby Chemical Co., The 99 
Russell Burdsall & Ward Bolt 

'& Nut Co. 82 


: 








Po 
ertise 


ments 








St. Paul Welding & Mfg. Co..... 98 




















Sevison Magneto Eng. Co......... 100 
Shafer Bearing Corp. 102 
Simplicity Mfg. Co. 94 
So-Lo Jack Co., Inc. 100 
Stewart-Warner Speed. Corp. 

54 & 55 
Storm Mfg. Co. 97 
Stromberg Motor Devices Co..... 80 
Studebaker Corp., The 5 
Stutz Motor Car Co. 6 





Thermoid Rubber Co........... 60 & 61 
Thomas, W. H., Mfg. Co............. 57 
Thomas Auto Top Co. 77 
Thompson Products, Inc.....72 & 73 
Timken Roller Bearing Co., 























The 7 
U. S. Elec. Tool Co. 100 
Vesta Battery Corp. 83 
Walden Co., The 101 
Weaver Mfg. Co. 1 
Welever Piston Ring Co............. 98 
Whitney Mfg. Co., The................ 103 
Williams, J. H., Co. 56 
Willys-Overland, Inc........... 52 & 53 
Yavapai Onyx Mining Corp....... 96 
Zenith-Detroit Corp. .................... 98 
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IGH MILEAGE IS 
BUILT IN ALL 


WHITNEY SILENT 
CHAINS. WE HAVE 
A JOBBER’S STOCK 
NEAR YOU FOR SUD- 
DEN SERVICE. 


The “Whitney” Double Concen- 
tric Joint provides a bearing of the 
hardened rivet on the inside of the 
bushing, and a bearing of part of 
the chain links on the outside of the 
bushing. As a result the total pro- 
jected bearing area of this joint is 
nearly twice as great as that of any 
other silent chain joint. 








SPECIFICATION LIST 


“WHITNEY” 


HIGH MILEAGE 


SILENT CHAINS 








“‘New Life to the Motor’’ 


Chains for all makes of motors 
equipped with Silent Chains 
arranged alphabetically and 


THE WHITNEY MFG. CO. 
Hartford, Connecticut 





























INNER BEARING 

















|OUTER BEARING 





Send for this 
little booklet 


<— 





—a 


containing our 
Specification List 





The Whitney Mfg. Co. 


Hartford, Conn. 


I want that book on 


Name 


chain specifications. 





O) Service Station 





O) Fleet Owner... 








() Parts Jobber 
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An increase in business — 




















a decrease in cost 


A WELL-KNOWN FIRM Of jobbers in Wash- 
ington, D. C., recently adopted plans for more 
frequent contacts with their customers 
throughout a large and extensive territory. 
They solicit their customers systematically 
by long distance telephone and are securing 
a steady increase in business, with an apprect- 
able cut in cost per dollar of sales. ‘They have 
discovered a close parallel between the 


amount of long distance calling and the volume of business secured! 


Facu day brings added reports of new ac- 
complishments by long distance telephone. 
Many concerns use it for special selling 
campaigns or for daily solicitation and 
sales throughout the year. Executives 
now take many of their long trips by tele- 
phone, conserving time and strength for 
other important work. Sales managers 
find that long distance calls will gain inter- 
views, get orders and secure settlements 
where all other means fail. Long Distance 
is being found indispensable in the myriad 
duties of busy men who must get things 
done at less expense. 


Are the key men in your organization 
trained to use long distance calls to save 


time—to increase business at no increase 
in cost? Long Distance is quick. It brings 
the whole territory within arm’s teach. 
The power of Long Distance builds sales- 
men as well as sales. 


The Commercial Department of the local 
Bell organization will gladly make a free 
survey of your equipment and advise you 
how to use the telephone in bettering 
your business. In the meantime Long 
Distance will bring the entire nation 
within the radius of your neighborhood. 
Talking thousands of miles is as feasible as 
speaking to the other side of your town. 
What fat-away man or concern would you 
a re Number, please! 


BELL LONG DISTANCE SERVICE 
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2) Another Dealer Service \8 
Assuring Greater Profits | 
; Marmon now furnishes to all its distributors and dealers a 
S ° ‘ ‘ ; 
scientific and proved Budget Control system, which faith- 
fully followed, keeps the motor car merchant operating 
every department on a profitable basis. 
> ) 
7 MY ® Marmon Budget Control gives the 
. 1 M k : | dealer management a comprehen- 
| AKES || sive and accurate idea of his pos- 
i i || sible profits, based on specified sales 
|| volume. 
e ) || Mi | ; 
rs \ armon. It gives basic information for the 
h. 1 control of every department, and 
;- || shows when extra effort will be 
| en needed in any department. 
ul Gives the management advance in- 
a formation when additional funds 
- Make are to be required, for how long, and 
fo when they can be repaid. 
§ 
n Money Assists in obtaining loans through 
d. detailed and exact information that 
as : will convince bankers. 
om 
ons This Marmon Budget Control system is but one of many Marmon policies 
se! 


that “Make Marmon Men Make Money’. There are real opportunities 
for more men to make money as Marmon men are doing. Let us tell 
you what they are and where they are. 
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MARMON MOTOR CAR COMPANY =: INDIANAPOLIS 
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He knows that the foremost automo- 
tive engineers specify AC products as 
standard equipment for the very good 
reason that they perform best. That 
is the reason for their assured market. 
Backed by strong advertising, they 
are sold to motorists without sales 
resistance. They carry a good margin 


Levallois - Perret 


AC-SPHINX AC Spark Plug Compan ’ FLINT, Michi 7H AC-OLEO 
ot profit. Birmingham Pp | ~ pany » Se §¢ C-OLE 








HE new AC Spark Plug marks the great- HE AC Speedometer for Fords is of the HE AC Air Cleaner prevents dust from 

est advance made in spark plug construc- same high quality as furnished for original entering the motor through the air intake 

tion in years. factory equipment to the manufacturers of of the carburetor, ther eby eliminating exces- 

Buick, Cadillac, Chandler, Chevrolet, Chrys- sive wear on the motor’s moving parts. 

A new design, a new alloy for sparking ler, Gray, Oakland, Oldsmobile, Peerless, Original factory equipment on Buick, Davis, 

points, a new electrically fused Kyanite in- Pontiac and GMC Trucks. Locomobile *‘ Jr. 8°’, Oakland, Nash, Stutz 

sulator core and a new glaze — in a type and heal ‘vel i03 and Willys-Knight “<6?*__ Modelsavailable for 

size for every motor. There 1s no ae pe betwee n the front installation on Chevrolet, Chrysler 4+, Dodge 

f wheel and the instrument—it drives direct— Brothers, Ford, Maxwell, Oldsmobile, Star, 

For Fords there is the famous AC 1075, em- exclusively an AC feature, Insuring continu- Studebaker, as well as the 1925 and earlier 
bodying the above improvements as well as ously satisfactory service. models of Buick, Nash and Oakland. 

many other special features -_ and it is now Packed complete with all installation attach- Packed complete with all installation attach- 

made in both one- and two-piece design. 4 ments, easily mounted and reasonably priced. 4 ments, easily mounted and reasonably priced. 


gonaue” 


Ke ee 


: ; ‘ eevee so TEAMS 
PEA tease pCO a poh aie». - ae ee ; oe , WEE, on ~ 
~ pn , i aa Amny, — ~ me 


aes tar 


